





























Teel THULE CL Ate “MMO UO) 
— 


THE SPECTATOR 


AN AMERICAN WEEKLY REVIEW OF INSURANCE 




















Volume CIX New York and Chicago, Thursday, August 3, 1922 sinole Copies 26 Cents 








Ed 


Number 











SOUTHLAND 
LIFE INSURANCE 
COMPANY 


DALLAS, TEXAS 











We have something to offer in the way 


of a general agency that is very attractive 








find with an old, conservative life com- 
_ ' Insurance in Force 


Over $66,000,000.00 


HARRY L. SEAY, President 


CLARENCE E. LINZ, 
Vice President & Treas. 


LAWRENCE M. CATHLES, 
Vice President & Actuary 
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HOW MUCH WILL IT COST? 


“How much will it cost?” sooner or later interrupts every selling talk. Life Insurance Agents who can show the low net 
Premium deposits of Union Central insurance need not evade this question. Estimates of future cost are best based on past 
Performance. Union Central history is full of enviable records demonstrating that our policyholders have benefited over a 
long period of years on account of Union Central Low Net Cost. 


ee Policy which covers the entire period of the Company’s existence recently became a claim. The exhibit below shows how 
liberal dividends made possible a most remarkable return to this insured. 
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Policy No. 11. Amount: $2,000. Age: 22. Period covered: Entire EE OR FOUN i ae cree itecedumanentucrumnatdauiene $2,000.00 
Company history, 1867-1921 Additions purchased with $341.83 Dividends............... 437.00 
Premium $83.90. Plan: 10-Payment Life Eeeceeen COnem 10 CUS Cnc cccuceaecccccoeseoveedewusen 556.86 
20 ee ies WOE 6 is cc uacsacignsdsavaccieesreses $839.00 Total Cash received by Policyholder and Beneficiary......,.. $2,993.86 
Y PUNE Sogrn, P tas «Uke a eee s Uva ine wbetu eran. 1,065.30 Premium Deposits (less $166.61 Dividends applied)......... 672.39 
Excess of Dividends OWer\ PROMMMS Ss <6. sc scciccodewdes ee $226.30 Excess Receipte ever Tepes . cock dsc cevesccadedasews $2,321.47 
A booklet further describing this interesting policy will be sent on request. For further information address 
The Union Central Life I C 
— e hnion entra Ire insurance ompany 


CINCINNATI, OHIO 
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UP TO THE MINUTE! 


















































































































































The Reliance Life prides itself on always being strictly “up-to-the- 
minute.” 


From time to time we have pioneered various new features into the 
field of life insurance. 


Today as the product of years of experimentation we have to offer you: 





























THE 
PERFECT PROTECTION 
POLICY 

















It is a policy with a human appeal! 


In it is combined full life and accident and health protection. Under 
this regime we can and do provide accident and health insurance for at least 
one-third less cost than regular casualty companies. 














A policy containing the sulphitic features we have introduced gives you 
‘the something different” to talk to your prospects. 


It will stand the test of grilling competition—and come out victor. 


.ime has proved that. 
AND— 


Our agency contracts are more than liberal, 
How about a connection? 











RELIANCE LIFE INSURANCE CO. 
of PITTSBURGH 


Farmer’s Bank Building 


PITTSBURGH PENNSYLVANIA 
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FOREST FIRES MENACING NORTHWEST 
Hundreds of Blazes Outnumber Fighters---Timber Lands Suffering 


By JOEL SHOEMAKER 


HE entire coast line of the Pacific North- 
west seems to be one continuous flame of 
fire. There are hundreds of blazes, in dif- 
ferent sections of Washington, Oregon 
and British Columbia, that present a con- 
stant menace to farms, mills, logging 
camps, railroads and towns, where forests 
or logged-off land are open to destruction 
by flames. More than one hundred fires are reported in King 
county, Washington, within a few miles of Seattle, and some 
woodcutters are fighting fires almost within the city limits. 
Warden Dan Welty, of Stevens county, Washington, is 
quoted as saying that “So many fires have been reported that 
We have lost count. At least fifteen of them got away from 
ithe fighters, in two days. Kalispel peak seems to be the parent 
fire, and from it numerous fires are being started, because of 
the stiff winds.” Much valuable timber has been destroyed 
it Stevens and Ferry counties. The fire fighters do not expect 
0 see the end of the menace until fall rains put out the fires. 
a F E. Pape, State Forester of Washington, rcports there are 
. literally hundreds of small fires blazing all over the State, and 
ery warden has more fires than he can reach with his forces.” 
He has issued orders to men employed by the State to center 
their efforts on fires which are doing or threatening to do dam- 
ae to home or timber, letting the other fires go until they 
eam out or are lost in rains. 
| An extensive fire on the Coweeman river, in Cowlitz county, 


Washington, has burned over an area of 12,000 acres, going 
to the divide between the Coweeman and Kalama rivers. There 
are so many fires in that district that the fighters cannot look 
after all of them, so the entire efforts are being put forth, by 
all forces, to prevent the fires entering the standing timber, 
which is one of the most valuable native forests sections of the 
State. 

Governor Louis F. Hart, in company with members of the 
Washington State Highway Commission, has inspected the 
Olympic Mountains district, where immense tracts of valuable 
Douglas fir, spruce and cedar timber were uprooted by storms, 
a few months ago, and ordered an increase in the forest patrol 
service. Logging operations have ceased entirely in the Olym- 
pic Peninsula and campers are kept away from the most dan- 
gerous points. Tourists, in cars, are permitted to stop only 
at designated places, and then they are watched by State off- 
cials. 

An army forest fire patrol of the State of Oregon forests has 
started at Eugene, Oregon, for the purpose of helping the 
firefighters in getting control of many dangerous forest fires. 
One fire at Hood River, burned over Herman Creek and into 
Benson Flats, destroying the timber on 4,000 acres. The fires 
are still burning and will not be suppressed until the rains 
set in. 

A fire at Dayton, Washington, swept over an entire business 
block, doing damage to different concerns to approximately 

(Continued on page 13) 
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LIFE INSURANCE PROGRESS, METHODS AND RESULTS 
$3:900:000 Juife aud Industaal Policies an 1900 


By DR. FREDERICK L. HOFFMAN 


(Continued from Tue Sprecrator of July 27th) 


It has been my intention to deal in some detail with the ques- 
tion of lapses, particularly in industrial insurance. The sub- 
ject, however, is one that can not to advantage be dealt with in 
abbreviated form, and I, therefore, limit my statement to the 
interesting conclusion that the ordinary lapse rate per cent., or 
the proportion of the amount lapsed to the mean amount of in- 
surance in force with ordinary companies, not including group 
insurance, has decreased during the last ten years from .28 per 
cent. to 4.63. While the increase in the mean amount of insur- 
ance in force during the decade was 114.83 per cent., the actual 
increase in the amount lapsed was only 58.47 per cent. Lapses 
are therefore unquestionably a factor of decidedly diminish- 
ing importance in insurance and not a matter of very serious 
concern to anyone thoroughly familiar with the facts. For, much 
of the so-called “lapsed” insurance has a substantial cash sur- 
render value, or represents a decrease in the amount of in- 
surance, with the major amount remaining in force. In an 
increasing number of cases lapsed policies are reinstated, and 
every company makes every possible effort to reduce the lapse 
item to the lowest possible minimum. It is realized today by 
every agent that a lapsed policy is a hindrance to the business, 
and that it is to the agent’s own interest as well as to the interest 
of the insured and the company that every policy shall, as far 
as possible, be kept in force. Companies are today making 
special efforts to reinstate the lapsed business and the revival 
rate is increasing. 

Comparing the last decade, the revival rate per cent. in ordi- 
nary insurance increased from 8.42 per cent in 1909 to 11.90 
per cent in 1919. The revival rate is determined by the pro- 
portion of the amount of insurance revived to the total amount 
terminated by surrender or decrease or lapsed in the more 
restricted sense of the term. 

In industrial insurance the figures are decidedly more im- 
pressive. In 1909 the revival rate was 16.21 per cent, increasing 
to 31.08 per cent during 1919; while the amount of industrial 
insurance lapsed increased 23.41 per cent during the decade, 
the amount revived increased 136.70 per cent. 


Lapses IN INDUSTRIAL INSURANCE 

The industrial lapse rate, or the rate per cent cf the amount 
of insurance terminated by surrender, decrease or lapse to the 
mean amount of insurance in force, decreased from 16.48 per 
cent in 1909 to 9.66 in 1919. This result must be a cause of 
special gratification to all who have made a strenuous effort 
during the last decade to reduce the lapses in industrial in- 
surance to the lowest attainable minimum. Yet there is every 
reason for believing that even better results will be obtained 
in the future, largely in the direction of more successful efforts 
to eliminate the writing of policies not intended to be kept 
in force. For in a large majority of industrial lapses only 





from one to six weeks’ premiums have been paid, so that the 
actual cash equity involved in such transactions is practically 
of negligible proportion. There is an educational feature jp 
lapses frequently overlooked. A policy lapsed one week often 
leads to the policy rewritten and kept successfully in force 
thereafter. It is highly significant, however, considering the 
difficulties inherent in all industrial insurance transactions, that 
while the mean amount of industrial insurance in force should 
have increased 110.58 per cent during the period under reviey, 
the actual amount of insurance lapsed should have increased 
only 23.41 per cent. Thus in both industrial and ordinary in- 
surance the companies have every reason for being satisfied 
with the results, which account in no small measure for the in- 
creased public regard for both industrial and ordinary insur. 
ance as an effective means of protection. 


INDUSTRIAL AND ORDINARY INSURANCE IN FORCE 

Combining the industrial and ordinary insurance in force 
with twenty-five industrial companies, it is shown that on De 
cember 31, 1920, there were in the aggregate 53,200,000 pal- 
icies in force, insuring nearly $14,000,000,000 of industrial and 
ordinary insurance, or a sum greater than the total amount of 
ordinary insurance in force with all the insurance companies 
of this country in 1910, or only ten years ago. If, therefore, 
industrial insurance is not the first it is certainly next to the 
first business in the land, and as such entitled to the most 
considerate attitude of men as evidence of wage-earners’ prog- 
ress in the direction in which fatuous reformers are now aiming 
to introduce compulsory or coercive methods similar to those 
found necessary in European and in undemocratic countries 
There could be no more grotesque perversion of the theory 
of insurance than to speak of compulsory thrift in any form 
All thrift is voluntary abstinence from current wages, earnings 
or funds, and the accumulation of such abstinence in the form 
of capital available for the needs of commerce and industry. 


WoMEN 

I must not omit to speak very briefly of one phase of it- 
surance which is certain to require much more extended ant 
qualified consideration in the future than has been given t0 
it in the past. I have reference to both the increasing tet 
dency to insure women as well as to the employment of womel 
solicitors for the purpose of securing applicants who have 
heretofore been reached almost exclusively by the industri 
agent. The increasing economic independence of women, cot 
bined with their political enfranchisement, foreshadows, 4% 
matter of practical certainty, an ever broadening sphere © 
social, economic and political activity on the part of wome! 
which must needs bring the sex forward as applicants for # 


(Continued on page 25) 
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STATE INSURANCE REGULATION 

TATE supervision of insurance com- 
§ panies has grown up during the past 
half-century because of a public senti- 
ment that a certain degree of State 
supervision and regulation is desirable in 
order, principally, that the public, policy- 
holders of the insurance companies, 
should be enabled to ascertain the stand- 
ing of such companies according to 
proper standards, and be assured of their 
financial responsibility. The dissemina- 
tion of such information the 
people has been greatly aided by The 
Spectator Company through the publica- 
tion, not only of THE Specraror, weckly, 
but by the issuance of numerous standard 
annual statistical works which include, 
aa rule, data concerning all insurance 
companies of particular classes doing 
business in this country and Canada, and 
not alone those that are licensed in any 
one State, which is the scope of each 
State insurance department report. The 
several annual statistical works referred 
0 are, therefore, in a sense equivalent to 
aset of State reports of all the States, 
and are serviceable to the people of every 
State. The State insurance departments 
a, through the instrumentality of our 
publications, relieved of many inquiries 
and much work. 

While the value of State supervision 
of insurance is now generally recognized, 
tis tegrettable that occasionally some 
State official exceeds his specific statu- 
loty powers, and even stretches his dis- 
tretionary authority to the limit. It is 
Imperative that every one who is vested 


among 


with authority by the gift of the people 
should remember that ours is a govern- 
ment by law, and not by man. While the 
law may grant more or less discretionary 
power to a State insurance official, it 
should not be exercised any oftener than 
necessary; for if bureaucracy ever in- 
creases to any considerable extent in this 
country, so that government by men 
takes the place of government by law, 
the liberty of the people will have been 
destroyed. 

Certain laws may be justly subjected 
to criticism for placing too much depend- 
ence upon the discretion and judgment of 
public officials. An illustration of this is 
the enactment of laws in some States 
giving State officials authority to decide 
upon the reasonableness of fire and 
casualty premium rates. Such a law is 
now in effect in New York—the most 
important State in the Union—where the 
companies are required to co-operate in 
order to secure uniformity in rates, and 
where the reasonableness of rates made 
co-operatively, in accordance with law, 
is subject to the judgment of the State 
official. On the other hand, if companies 
attempt to co-operate in the making of 
rates in Mississippi, for example, they 
are subject to heavy penalties. There are 
enough paradoxical conditions in the 
laws themselves without adding to their 
complexity by means of arbitrary rulings. 
Sometimes rulings are issued by State 
insurance officials which insurance com- 
pany officers or agents may regard as 
unjust or contrary to law, but unless such 
a ruling is one of much importance it is 
usually accepted and complied with. 

It is generally conceded that when an 
insurance company files its statement 
with a State insurance department, that 
statement becomes a public document and 
is subject to the inspection of any citizen. 
One of the reasons the State insurance 
department is established is for the pur- 
pose of informing and protecting citi- 
zens, and it is obviously essential that the 
information gathered by the State Insur- 
ance Commissioner, who is a servant of 
the public, must be available to the public 
in order for it to be of value. Neverthe- 
less THE SPECTATOR has run across oc- 
casional instances where access to a filed 
statement has been denied to a reputable 
citizen who wished to exercise his right 
to inspect such statement for a proper 
Such denial of a publisher’s 


§ 


purpose. 


privilege or a citizen’s right appears to 
be an arbitrary exercise of authority, in 
excess of the power conferred upon the 
State official. Probably, in such a case, 
a court would order the State official to 
permit an inspection of the statement ; but 
the inquirer should not be forced to re- 
sort to the law in order to exercise his 
right under the law. 

In the main, the State insurance offi- 
cials are rendering excellent service to 
the public, and administering the affairs 
of their offices with due regard to the 
obligations imposed by law and a con- 
scientious consideration of the rights of 
the public, whose interests it is their duty 
to look out for. The discretionary power, 
however, in wrong hands easily leads to 
bureaucratic autocracy. 





HAT the public, and particularly 

business men, are coming to take a 
more common-sense view of the advan- 
tages of life insurance, is indicated by the 
recent address made by E. McGregor 
Smith at a meeting of the Life Under- 
writers Association of Charleston, S. C. 
Among other things Mr. Smith said: 
“T think we have passed the stage where, 
in the case of life insurance particularly, 
we must look to the end of life for our 
benefits, and are coming into a realiza- 
tion it holds a reward for us in life, too.” 
Mr. Smith also believes that as a business 
man has been expected to protect his stock 
of goods, etc., by means of insurance, 
things are coming to a point where he will 
also be expected to protect his credit 
with life insurance. This serves to illus- 
trate the increasing usefulness of. life 
insurance as a support to and a stabliza- 
tion of business, as well as a means of 
direct protection for dependents. 





HE question of compulsory auto- 

mobile liability insurance in New 
York State is still being discussed from 
time to time, and the New York Auto- 
mobile Club recently went on record as 
being in favor of correcting by some 
means the evil of financially irresponsible 
people driving automobiles. There seems 
to be no good reason why the rights of 
pedestrian and other users of the roads 
should not be protected against all auto- 
mobile owners, as well as against possible 
danger from taxicabs. It is likely that 
this matter will come up again in the next 
session of the Legislature of New York 
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CRUM & FORSTER 


GENERAL AGENTS 
110 WILLIAM STREET NEW YORK CITY 


United States Fire Ins. Co., N. Y. 
Richmond Ins. Co., N. Y. 
Potomac Ins. Co., Washington, D. C. 
The North River Ins. Co., N. Y. 
Union Fire Ins. Co., Buffalo, N. Y. 
United States Underwriters’ Policy, N. Y. 
Guaranty Fire Assurance Corp., N. Y. 


F.M. “—. a. are Dept. 
Freeport, II 


HAROLD JUNKER, Mgr. Pacific Coast Dept. 
Francisco, California 











RITISH AMERICA ASSURANCE CO. 


TORONTO, CANADA 
INCORPORATED 1838 


FIRE, EXPLOSION, RIOTS, CIVIL COMMOTIONS 
AND STRIKES 
UNITED STATES BRANCH 
January 1, 1922 


NEE Tp pene En ny Ee ner ENE $2,256,915 
ld ai alcninks a Walnon buy aaa Ria 1,601,036 
ES LOOTED POLO OEE CS $655,879 


W. B. MEIKLE, President and General Manager. 





Stability with Fraternity 


The Fraternal Aid Union 


A Fraternal Beneficiary Association that Issues 
MODERN LIFE INSURANCE CONTRACTS 
ON THE LEGAL RESERVE BASIS 








Assets of Three Million Dollars 
Operating in Thirty-eight States 





SOMETHING DIFFERENT 





If Interested, address 


V. A. YOUNG, Supreme President 
LAWRENCE, KANSAS 














NORTHERN INSURANCE Co. 
OF NEW YORK 
WILLARD S. BROWN & CO., General Managers 
1 Liberty Street, New York 


JOSEPH W. BECK, Special Agent GUSTAVUS B. HOLT, Special Agt. 
56 Richton A ve.. Detroit, Mich. 72 Kilby Street, Boston, Mass. 


FRANK G. DELA HUNT, 
Special Agent 
726 Racine Street, Milwaukee, Wis. 


W. &. RAY, Special Agent 
Terre Haute, Ind. 


C. C. CRANDALL, Special Agent 
Cambridge Springs, Penn. 


ERIK LINDSKOG Special Agent 
7 W. Lake St., Minneapolis, Minn. 


RICHARD W. WETZEL 
1526 Bryden Road, Columbus, Ohio 























General Accident 


FIRE AND LIFE 


ga ASSURANCE CORPORATION, Ltd. 


FREDERICK RICHA2DSON, United States Manager 


GENERAL BUILDING °- 47" & WALNUT STS 
PHILADELPHIA 













GOOD AGENTS 
Wanted by 


SOUTHERN UNION 


Life Insurance Company 
of 


WACO, TEXAS 


The Conservative Texas Company 





UNION HISPANO AMERICANA 


FIRE AND MARINE 
INSURANCE COMPANY 
31 SOUTH WILLIAM STREET 


New: York 


MARINE INSURANCE AND REINSURANCE 


FIRE REINSURANCE 
TELEPHONE BROALC 4478 
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ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1, 1922 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK 


Cash Capital, $1 250,000.00 
Net Surplus, , $2,840,571 
Surplus to Policyholders, $4,090,571 








WESTERN DEPARTMENT 
NEAL BASSETT, V.P. and Mgr. 
W. T. BASSETT, Ase’t Manager 
CHICAGO, ILL. 


” EASTERN DEPARTMENT 
D. H. DUNHAM, President 
JOHN KAY, Vice-Pres. 
A. H. oe a Sec’y 
NEWARE, N. J. 














GENERAL CASUALTY 
and SURETY INSURANCE 


Workmen’s Compensation, Automobile, 
Health, Accident, Plate Glass, Res- 


idence, Burglary, etc. 
Fidelity and Surety Bonds. 


GENERAL CASUALTY & SURETY C0. 


ELMER H. DEARTH, President 


INSURANCE 











606 Woodward Ave., Cor. Congress _ Detroit, Mich. 
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HE necessity for some means of pre- 
T yenting automobile thieves from dis- 
posing of stolen cars is emphasized i 
recent articles in the New York cts 
It is urged that some system of national 
control is necessary—perhaps a system 
of uniform numbering throughout the 
entire country-—it being alleged that the 
State plates are faked, and that it is too 
easy at present to dispose of stolen auto- 
mobiles. Certain it is that some method 
must be devised which will afford greater 
protection to automobile owners than at 


present exists. 





HE stealing of automobiles has de- 

veloped into an extensive industry, 
the number of motor cars stolen yearly 
having reached 100,000, according to the 
New York Herald, while their value is 
placed at $100,000,000. The records for 
28 cities in various parts of the country, 
as compiled by the National Automobile 
Dealers’ Association, shows that 27,445 
cars were stolen in 1918; 33,508 in 1919; 
30,046 in 1920, and 37,554 in 1921, while 
the percentages of cars recovered were 
al per cent in 1918; 26 per cent in 
1919; 29 per cent in 1920, and 40 per 
cent in 1921. Even with an increasing 
proportion of recoveries, the 
number of cars stolen annually leaves an 
increasing number unaccounted for. This 
phase of modern crime is steadily de- 
veloping as a menace to property rights, 
andevery effort must be put forth by the 
authorities and the insurance companies 
to check it. Many car owners are cul- 
pable in encouraging stealing by careless- 
ness in making it too easy for thieves to 
get away with automobiles, and the need 
for greater care should be impressed 
pon them at every opportunity. 


growing 





—The Lumbermans Mutual Insurance Company of 


Chicago has made application for entry in New York 


State, 

















FIRE INSURANCE TOPICS 

















NEW YORK 


New Sprinkler Equipments.—Eleven new 
sprinkler equipments have recently gone into 
commission in this territory; they graded 
as follows: One, 20 per cent; two, 50 per cent; 
two, 60 per cent; two, 70 per cent; two, 80 per 
one, 85 per cent; one, 100 per cent. 


are 


cent ; 

How Business Stands.—While but a very 
few returns are available for the first six 
months’ business of the present year, they do 
not indicate any large falling off in the volume 
of business done as compared with the first six 
months of last year. Should the final result 
show this early indication to be maintained it 
will signify that the bottom has been reached 
even if the upward grade has not been struck. 
The routine work or improvements, reratings, 
etc., goes steadily on and holds up remarkably 
well, although the summer season is not gen- 
erally considered a time when much of such 
work will be done. 


The 


organization, 


New Organization—The new 
which will have general charge of 
rating matters, slowly put into form 
and in due time will be able to function. It is 
not anticipated that there will be 
much change in the four organizations sc far 
as the handling of the routine work is con- 
cerned. The necessities require 
more or less convenient to different parts of the 
State, and the four present ones seem to meet 
that need quite well. The managers of the 
four organizations have been in council for 
several days preparing a report to be sub- 
mitted to the governing committee of the new 
organization on or about September 1. It must 
be appreciated that some of these organizations 
forty years and the rules and 
up cannot be 


is being 


generally 


organizations 


date back nearly 
practices which have 
changed or done away with at a moment’s notice. 
Care is being exercised that a strict com- 
pliance with the new law shall be given by the 
and at the same time care 


grown 


insurance companies, 
is being exercised that too great changes shall 
not be made where not necessary in the rules 
The harmonizing of 
along very 


and regulations adopted. 

these various matters is 
smoothly and such change as is necessary will 
brought about with but little, 


going 


undoubtedly be 


— 


if any, friction. Signatures to the new agree- 
ment have been received in large number. 


BOSTON AND VICINITY 

Boston Department Motorized.—The 
Boston Fire Department is now 85 per cent 
motorized with the addition of seven motor 
combination pump and hose cars, three com- 
bination chemical and hose cars, and a 75-foot 
aerial truck, Chief John O. Taber of the Boston 
fire department has announced. 

P. D. Boltz Makes Change.—As of August 
1, P. D. Boltz will leave the service of Gilmour, 
Rothery & Co., to join the staff of Kimball, 
Gilman & Co., in the engineering and brokerage 
department. 

J. E. Downey & Co. Appointed.—Joseph 
I. Downey & Co., has been appointed Boston 
agent for the Home Fire and Marine Under- 
writers, which is backed by the Home Fire and 
Marine of San Francisco, 

Brush Fire Statistics—H. S. Walker of 
the N. F. P. A. has compiled statistics on brush 
fires in Massachusetts for the first five months 
of 1922. He reports an area of over 55,348 
acres burned over and a loss of approxi- 
mately $300,000. The losses are comparatively 
small. Mr. Walker has estimated 36 per cent 
of the fires of known cause were started by 
railroad trains and 35 per cent were started by 
careless smokers. The railroads are taking 
many precautions against this hazard and the 
public is gradually becoming aroused against 
the thoughtless smoker. 


NEW JERSEY ITEMS 

New Organization in Bergen County.—It 
is reportéd here that the organization of a new 
reinsurance company is contemplated. The ac- 
tive mover in this project is said to be an expe- 
rienced underwriter formerly and prominently 
identified with New York city underwriting and 
at present manager of one of the big agencies 
in Hackensack. 

R. A. Sibbald Back.—Robert A. Sibbald, 
resident agent of the Hartford, Commercial 
Union, Glens Falls, American of Newark and 
other companies, returned to-day from his 
month’s vacation at Bermuda. 








FIRE AND ALLIED LINES 
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INTER: OCEAN REINSURANCE COMPANY 





CEDAR RAPIDS , IOWA 


SURPLUS TO POLICYHOLDERS 
ONE MILLION DOLLARS 
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WELL, President 

JOHN C, BAL TZ, Vice-President 

‘WM. SCHROEDER, Vice-President 

F, E. NORWINE, Treasurer 

GEO. M. SEITZ, Asst. Secretary 
CHAS. W. DAVIS, Asst. Gen. Mgr. 
CLEM DECK, Asst. Treasurer 
R. A. TIMM, Auditor 


The Liberty Fire 


Insurance Co. 
OF ST. LOUIS, MO. 
Statement June 30, 1921 


ASSETS 

Mortgage Loans......... $64,000 00 
RiNGacs occiccccecocses (OSMOZE OE 
aul te ap ennce Caneercare 59,595.00 
foe A ene Roe eee 13,944.40 
Agents Balances........ 168,024.49 
Interest Accrued........ 18,342.11 

Market Value Bonds over 

Book Value (Insurance 

Commissioner’s Valua- 
(ii eR rere 11,779.60 
$1,017,307.51 

LIABILITIES 
Unearned Prem. Reserve... $424,038.82 
Reserve for Taxes, etc.... 2,279.17 
Unadjusted Losses....... 103,628.86 
Accounts Payable........ 57,646.71 


Capital Stock. $200,000.00 
Net Surplus.. 229,713.59 


Surplus to Policyholders... _ 429,713.95 
$1,017,307.51 

Results Since January I, 1921 
Increase in Assets........ $80,914.56 
Increase in Reserve....... 94,963.25 
Decrease in Surplus...... 15,071.02 
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“Superior Service Satisfies”’ 


SUPERIOR 
FIRE INSURANCE 
CO. 


PITTSBURGH 
Incorporated 1871 


A. H. TRIMBLE, President 


EDWARD HEER, 
Vice-President and Secretary 


J.D. C. MILLER, Secretary 


Why not make room in your 
agency for a conservatively- 
managed, medium-sized 
American Company whose in- 
demnity, treatment of agents 
and assured, will bear in- 
spection for half a century? 


Capital.......... $ 700,000 

Surplus to Policy 
Holders....... 1,450,401 

Assets.......... . 3,509,765 











PLAN EXHIBITION 





Fire Prevention Gets More Attention 





OUTGROWTH OF BALTIMORE MEETING 





Twenty-second Regiment Armory in New 
York City Secured for Fire Prevention 
Week 

The first National Fire Prevention Exposition 
will be held in the Twenty-second Regiment 
Armory, New York City, during the week of 
October 2 to 7, dates which have come to be 
universally accepted as fire prevention week. 
The exposition will mark the beginning of a 
new campaign to bring more forcibly to the 
attention of the people the importance of fire 
prevention, a campaign which is the outgrowth 
of the recent meeting in Baltimore and Wash- 
ington, which attracted national attention. 

The exposition is being conducted by a com- 
mittee of three, of which A. E. MacKinnon is 
chairman. James T. Catlin, Jr., Danville, Va., 
and Frank W. Lawson, Baltimore, are the other 
members. The plan has the approval of the 
National Board of Fire Underwriters, the Na- 
tional Association of Insurance Agents, the Na- 
tional Fire Protection Association, National 
Association of Credit Men, International Asso- 
ciation of Fire Engineers, and the Fire De- 
partment of New York city, all of which or- 
ganizations will co-operate to further the suc- 
cess of the plan. 

The building selected is in the heart of the 
uptown residential section, where thousands of 
families make their homes. By holding it there 
the committee is in hopes of bringing the mat- 
ter of fire prevention to the family circle, where 
it is most needed. 

The exhibits will largely consist of fire-fight- 
ing devices, fire resistive materials and fire de- 
partment apparatus. Insurance companies are 
being given an opportunity to make suitable ex- 
hibitions. 

If the exposition proves successful, a num- 
ber of similar expositions will be held next 
year in various cities. 


The Principles Underlying Radio 
Communication 

Under the title “Radio,” a book of about 350 
pages, devoted to the principles underlying radio 
communication, has been issued. Among the 
topics discussed are the fundamentals of electric 
circuits and radio communication; elementary 
electricity; dynamo-electric machinery; electric 
circuits; electromagnetic waves; apparatus for 
transmission and reception (exclusive of vac- 
uum tubes); and vacuum tubes in radio com- 
In the appendix is given a sug- 
There 
are numerous illustrations scattered through the 
book, so that those who are interested in radio 


munication. 
gested list of laboratory experiments. 


communication will find much useful informa- 
tion therein. “Radio” sells at $1.25 per copy, 
and may be ordered through The Spectator 
Company. 

Commissioner of 


Horace Sudler, Insurance 


Delaware, died suddenly recently. 


Yy 


UNDERWRITING~ AGENCIES- 





New Ones Cannot Be Organized in 
Kansas, Superintendent Rules 





COL. TRAVIS TAKES FIRM STAND 





Holds Company Should Be Organized on 
Proper Basis 


Topeka, Kan., August 1.—The organizations 
by some insurance companies of underwriting 
agencies will not be permitted hereafter in Kan- 
sas. There are a considerable number of com- 
panies with underwriting agencies listed as 
separate companies but as a matter of fact 
controlled by a group or by one or two com- 
panies which guarantee the losses. 

Frank L. Travis, Superintendent of Insurance, 
has announced that as long as he remains in 
office no more companies of this class will be 
admitted to do business in the State. “It is a 
new insurance company without additional 
capital or other assets,’ said Col. Travis. “It 
is a plan whereby some insurance companies 
organize an underwriting agency and split the 
business. They really make three companies 
out of two. But in Kansas if we organize a 
little company it has to have a capital of one 
hundred thousand dollars or it cannot be ad- 
mitted. These underwriting agencies simply in- 
crease the number of companies and we do 
not intend to permit this in Kansas any longer.” 





i su . 9 
of Wietatoeas th 


69th 
ANNUAL STATEMENT 


JAN. Ist, 1922 


Capital........ $1,000,000.00 
Assets......... 7,5918,599.03 
Liabilities. .... 4,877,687.25 


Net Surplus to 
Policyholders. 2,640,911.78 


Fire, Marine, Windstorm, Automobile, 
Sprinkler Leakage, Riot, and 
Explosion Insurance 





New York State 
F. F. Buell, General Agent, Troy 
E. J. Parmelee, S. A., Syracuse 
H. H. Porter, Watertown, N. Y. 
New England 
Geo. Shaw, General Agent, 116 Milk St., Boston 
H. H. Landon, S. A., Springfield, Mass. 
Middle Dept. 
E. A. Morrell, S. A., 205 Walnut Place, Phila. 
Northern New Jersey 
Jas. J. Garland, S. A.,514 Eighth Avenue, Bklyn. 
New York Suburban 
W.P.Phillips, Exec.S. A., 1506 E.17thSt., Bklyn 
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UNITED STATES BRANCH 
110 WILLIAM STREET, NEW YORK, N. Y. 


HORATIO N. KELSEY, MANAGER 
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EVERY INSURANCE MAN 


7 Who travels as Solicitor, Auditor, 
i Q Inspector or Adjuster i is 

4 ; 

e 


ELIGIBLE 
Snow TO THE 


Iowa State Traveling Men’s Association 


“Oldest and Best’’ 





Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 


Insurance to November 1, 1922, for $2.00 
Write tor Application Blank 
H. E. REX, Sec’y-Treas. DES MOINES, IOWA 































“The Leading FIRE INSURANCE Co. of America” 


WM B. CLARK, President 


More than a Century of Service 


Tourists’ Baggage 
Salesmen’s Samples 
Transit Floaters 
Automobile Truck Transit 
Explosion 

Riot and Civil Commotion 


Rental Value 

1 OF<ae- bole Wm @ Levene) oy-tavens 
Profits 

Sprinkler’ Leakage 
Registered Mail 
Parcel Post 


has 
Weve 
Automobile 
6 Wejaet-tele) 
Rent 
Leasehold 


Losses Paid over $210,000,000 



























E. KIMBALL, Pres’t GUY E. WELLS, Vice-Pres’t WM.C. DOOLITTLE, Asst. Sec-Treas. 


CLEVELAND NATIONAL 


FIRE INSURANCE CO. 
CLEVELAND, OHIO 


Because it is a human institution, an Insurance Company cannot be greater nor better 
than the men—officers and agents—engaged i in its service. 

That service is a public one, for upon these men the property interests depend for the 
protection the Company furnishes. 

There must be efficiency of the highest order and efficiency rests upon close and intelli- 
gent co-operation between management and agents. 

With ali the facilities it can extend - ne, the CLEVELAND NATIONAL guar- 





oe this eee of co-operation to t 
YOU NT THAT KIND OF ‘COMPANY YOU HAVE A PLACE IN YOUR 
AGENCY FOR THE CLEVELAND NATIONA 


ARCHIBALD ec Sec.-Treas. and Manag. Underwriter. 











Great American 
Susurauce Company 


New Dork 


INCORPORATED - 1872 


STATEMENT JANUARY 1, 1922 


CAPITAL 


$10,000,000.00 


RESERVE FOR 2 “OTHER a7 


20,5 7.95 
12,21 Es Key 10.92 
42.806.008.87 


133,275,321.56 


THE SECURITIES OF THE COMPANY ARE BASED 
UPON ACTUAL VALUES ON DECEMBER 31, 1921 


United States Government Bonds 


owned by the Company equal its 
Capital Stock of $10,000,000 


Home Office, One Liberty Street 
New York City 


Pacific Department 


GEORGE H. TYSON, Gen’l Agent 
210 Sansome Street | 
San Francisco, California 


Marine Department 


WM.H.McGEE & CO., Gen’l Agts 
15 William Street, New York City 


Western Department 
ase o H. tg Gen’! Mer. 
WwW. LERCH, Manager 
76 tS Monroe Sis Chicago, IIl. 

Boston Office 


ROGERS & HOWES, Managers 
4 Liberty Square, Boston, Mass. 
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ALONG WILLIAM STREET 








HAS BRITISH GENERAL AGENCY 

central Fire Office Gets Metropolitan 
District for Strong Company 

The Central Fire Office, Inc., of New York, 
has been appointed Metropolitan District Agents 
of the British General Insurance Company, Lim- 
ited, of London, and will commence binding risks 
atone. The addition of this company will give 
this office much increased facilities. The United 
States branch of the 3ritish General as of 
December 31, had total assets of $839,326 and 
on unearned premium reserve of $300,068. 
Other companies represented by the Central Fire 
Ofice are the Millers National of Chicago, the 
Colonial Assurance of New York, the Knicker- 
hocker of New York, the Independence of 
Philadelphia, the Millers Fire of Alton, TIl., 
the Pacific States of Portland, Ore., and the 
American Equitable of New York. 


Warehouse Situation 

The extensive fire in a warehouse recently has 
called attention to the class and the subject is 
being carefully considered and a committee has 
been appointed for that purpose. In a class as 
important as this is to New York city, where 
one-half of the export and import business of 
the country is done, haste should be made 
slowly in not only planning but carrying out 
the proposed changes. It is well to remember 
that for one-half of a century this class of busi- 
ness has been considered very desirable and we 
believe it has been profitable to the companies. 
It follows, therefore, that with such a record 
no one should be stampeded by a single large 
fre, but it also follows as a result of the fire 
that the duty which the underwriters owe, not 
only to the insuring companies, but to the com- 
munity, should lead to serious consideration as 
to the possibility of improvements being made 
in the present plans of listing stores. The com- 
mittee will hold meetings during this week. 
In due time the results will be available. 


Another Company to Be Called the 
Standard 

ch connection with the organization of the 
Standard Insurance Company of New York, 
which is awaiting its license from the New York 
Insurance Department, it might well be pointed 
out to the organizers that the name Standard 
lor a fire insurance company is being somewhat 
overworked and pri Ibably will lead to confusion. 
At the present time, there are two companies 
with Practically the same name, the Standard 
Fire Insurance Company of Hartford and the 
Standard Fire Insurance Company of Trenton 
and the entry of a third, the Standard Insur- 
atice Company of New York, will not tend to 
Clarify matters, 


i Joins Rain Association 
| le Insurance Company of North America 
= : Be 

S joined the Rain Insurance Association. 








E. B. Vanderveer Gets Mechanics 
FE. B. Vanderveer of Brooklyn has been ap- 


pointed Western District Agent for the 





George A. Cogan Goes Into Insurance 

George A. Cogan, Jr., deputy commissioner 
of markets in this city, has resigned from 
office to enter the insurance business. 

Two Local Concerns Merge 

The merging of the local brokerage firm of 
Fox & Pier, Inc., and R. C. Coleman was an- 
nounced this week. 


Represents United Firemen’s 
Kahn & Leith of Brooklyn have been ap- 
pointed eastern district agents for the United 
Fireman’s Insurance Company of Philadel- 
phia, Pa. 


Willis O. Robb on Vacation 
Willis O. Robb, manager of the New York 
Fire Insurance Exchange, left for Lake George 
on his vacation August 1. August is fated to 
be the quietest month of executive activities of 
any month in the year. Many will be away on 
vacations. 


M. Silverstein for Himself 
Martin Silverstein, formerly a placer for 
Simon Cohen & Son, has opened an office at 
Rockaway Beach. 
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Another California Product with an 
Lnternational Market 


Vessets and vessel cargoes in every port of the world, 
homes, factories, stores and merchandise in every city 
of the United States and Canada, automobiles on every 
highway from the Atlantic to the Pacific are today be- 
ing protected by the policies of the FrREMAN’s Funp. 


Foods and fruits are not the only California produéts 
that have achieved an international market. 


Fire- Automobile and Marie Insurance 


FIREMAN'S FUND 
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HARTFORD 


ROSSIA INSURANCE COMPANY 


OF AMERICA 


THE FIRE REASSURANCE COMPANY 


OF NEW YORK 


AMERICAN FIRE INSURANCE CORPORATION 


OF NEW YORK 


UNION RESERVE INSURANCE COMPANY 


OF NEW YORK 


REINSURANCE 
CONN. 























and 


pointed every day. 


Address the 





Detroit Fidelity 


Surety Company 


Is already one of the largest companies 
writing fidelity and surety bonds ex- 


clusively. New agents are being ap- 


is now offering 


for 


PUBLIC LIFE INSURANCE CO, 


$500,000 Authorized Capital 
SPECIAL INDUCEMENTS 


SUPERINTENDENTS and ASSISTANTS 


Agency Department 
Milwaukee and Cass Avenues, Detroit, Mich. 











Correspondence Treated Confidentially 


Write today; we may have just what you want 


N 


ALFRED CLOVER, General Manager, 
Chairman of the Board 


108 So. La Salle Street ‘ CHICAGO, ILLINOIS 
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THREE COMPANIES 


inited States Fire to Absorb Colonial 
and Guaranty 


MERGE 


U 





DEAL CAUSES MUCH COMMENT 


Companies to Bear Name of United States 
Fire Insurance Company 

One of the most important fire insurance deals 
in recent months was announced last Saturday 
when information was given out to the effect 
that plans for the merging of three local com- 
panies are well under way. The companies are 
the Colonial Assurance Company, the Guaranty 
Fire Assurance Corporation and later the 
merging of the two companies with the United 
States Fire Insurance Company. Official an- 
nouncement of the merger was made in a state- 
ment issued under the signatures of Henry W. 
Brown & Company, Hall & Com- 
pany and R. Becker Rathbone. The statement 
said in part: 

The directors of the United States Fire In- 
surance Company, the Colonial Assurance Com- 
pany and the Guaranty Fire Assurance Cor- 
poration, at meetings called for the purpose dur- 
ing the past few days, have taken preliminary 
action looking to a merger of the companies. 
The plan provides for the consolidation of the 


Edward 


Colonial and the Guaranty Fire Assurance Cor- 
poration, long under the successful manage- 


ment of Edward FE. Hall & Company, and a 
subsequent merger with the United States Fire 
Insurance Company: 

After the usual requirements have been com- 
plied with, the company, which will bear the 
name of the United States [ire Insurance Com- 
pany, will present a strong financial statement, 
with a capital of $2,000,000, a surplus of ap- 
proximately $4,000,000 and assets in excess of 
$15,000,000. Crum & Forster will continue the 
management of the United States Fire Insur- 
ance Company, thus increasing the facilities of 
their organization. 

Arrangements have also been completed to 
the mutual satisfaction of all interested parties, 
whereby the present agencies of the Colonial 


and Guaranty companies will be transferred to 
the following: Assurance Company of Amer- 
ica of New York, British General Insurance 
Company, Ltd., of London, England; Century 
Insurance Company, Ltd., of Edinburgh, Scot- 
land; Dixie Fire Insurance Company of Greens- 
boro, N. C.; Independence Insurance Company 
of Philadelphia, Pa.; Underwriters at American 
Lloyds of New York. 

These six companies will continue their joint 
operating offices at 110 William street, New 
York city, the same as heretofore, but with in- 
creased facilities to take care of the former 
business. 


Impounded Premiums in Kansas Exceed 
$75,000 Monthly 

TOPEKA, August 2.—The 

premiums under the Kansas rate order exceed 

Frank L. Travis, Superin- 

has just completed the 


KAN., impounded 
$75,000 a month. 
tendent of 
checking over of the reports of the fire com- 


Insurance, 


panies involved in the rate order and has a total 
of $153,704.87 of impounded premiums on de- 
for the first two March and 

The May reports are just being filed. 


posit mouths, 
April. 
The following shows the amounts impounded 


under the various items during the two months: 


TENANT CHARGE 


EAGER. 33s ciciera cu picreste onesie nee s $4,468.23 
April CAigetewsusnneekeesemnnbae | 3,959.51 
$8,027.74 

Municipat Tax 
WEAKCHE S os.5ccocec cade aceecarsues $3,749.30 
POIs canna Coawea cea aman wa 3,715.57 
$7, 464. 87 

Rate RepuctTION 
MAGEE So eeceikesncenvanteeeetones $73,421.52 
PE ac Cire Sala daaux ee cen gees 64,790.74 


$138,212.26 
the ruling of the dis- 
the 


The companies, under 
trict court the 
rate order granted, 
deposit with the insurance department the dif- 


when injunction against 


was are required to 


ference between the premiums collected and 
the authorized rate under the order of the de- 
partment on all items where reductions were 
made. 





Forest Fires 
(Continued from page 3) 
$150,000. 
falling iron wheel, and had three ribs broken. 
Insurance wz 


Jess Picket, 
ire has not been determined. 
mal, 


Fires in the vicinity of Fort Lawton, on 


one of the fire fighters, was struck by a 


Agricultural ‘Specials’? Convene 
The Agricultural Insurance Company of 
Watertown, N. Y., held a three day special 


agents’ gathering last week. About twenty- 
five men attended from all over the country. 
Among the speakers were: B. C. Scudder, man- 
ager of the New York Binding Office who ad- 
dressed the fieldmen on New York brokerage 
business, and E. W. Schauffler of Appleton & 
Cox, who made some very interesting remarks 
in connection with marine insurance. In the 
evening the party motored to Alexandria Bay 


where a shore dinner was served. William 
Phillips, well-known New York suburban 


special agent, furnished entertainment. 

On the second day some officials entertained 
the visitors by a motor-boat trip through the 
Thousand making a short stop on 
Canadian ground for refreshments. A picnic 


Islands 


dinner was served in the evening. 

The third day was spent in field sports, base- 
ball, golf, and other games. This was 
the first meeting of its kind held by the 
Agricultural and was pronounced a great suc- 
cess by all guests. 


tennis, 


Demand for Strike Insurance 

Mirwaukee, Wis., August 1.—Riot, strike 
and civil commotion business has been written 
in large quantities during the past week be- 
cause of the railroad strike, Western under- 
writers state. Agents have been placing lines 
with shippers and contractors doing work for 
the railroads. Many business men did not take 
the general railroad strike 
very seriously until the past week, it was said. 

Marine companies state that there has been 
a brisk demand for trip transit insurance. Ship- 
pers of valuable goods are taking no chances 
at this critical period. While many are not 
willing to buy a policy providing protection 
on all shipments made, they are desirous of 
covering specific shipments. 


possibilities of a 





the city of Seattle, called out large forces of soldiers and city 


firemen to prevent the burning of government property. 


The origin of the the homes of 


1g reported as nor- 


It is 


reported that berry pickers caused the brush fires that spread to 
families on the military reservation, and a com- 
pany of soldiers, ordered to fight the flames, was forced to call 


on experienced city firemen to save the homes and buildings 


Magnolia Bluff, in of the fort. 
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years of fair dealing. 53 


Agents wanted in open territory. 


Better Business Beckons You! 


It’s just around the corner. Be prepared to get your share. 63 


millions in losses paid. Excellent 


service and facilities make National Liberty policies easy to sell. 





Apply today. 





NATIONAL LIBERTY INSURANCE CO. 


& 
a Fire Automobile 
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Tornado Windstorm 









Rentand Rental Values 
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Explosion and Riot 





Use and Occupancy 





Sprinkler Leakage 








Cash Capital........ $1,000,000 
Policyholders’ ee 3,785,733 
Premium Reserve . 6, 553,104 
Assets 11,923,145 





OF AMERICA 


M. J. Averbeck, Chairman C. H. Coates, President 
Home Office, 709 Sixth Avenue, New York City 
Western Dept., 207 North Michigan Blvd., Chicago 
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SOME EQUITABLE FACTS 


The Equitable has faithfully served the public for over sixty-two years. 

It is one of the largest and strongest financial organizations in the world. 

It is a great human welfare institution with a membership of nearly a million 
thrifty, far-sighted persons banded together for mutual protection, whose 
combined insurance aggregates $2,817,970,732. 

Its assets are safely and profitably invested, and its large Surplus Reserves 
guarantee its stability regardless of financial conditions. 

It paid to Policyholders and Beneficiairies $83,678,764 in 1921. Its Total 
Payments to Policyholders and beneficiairies since organization total 
$1,458,653,991. 

In 1921 it paid 8,919 Domestic Death claims. Of these, 8,804 (or 98.7%) 
were paid within one day after receipt of due proof of death. 

Its Mortality Rate for the year 1921 was the lowest in the history of the 
Society. 

Its Refunds (Dividends) to Policyholdersin 1921 were $18,745,639, and it has 
set aside $26,148,772 to pay the Refunds due in 1922. 

It was the first company to make policies incontestable after one year. 


It was the first company to demonstrate that a policy could be paid as promptly 
as a bank draft. 


It was the first company to insure large numbers of employes in a body on 
the Group Insurance plan, with scientific medical inspection substituted for 
personal medical examination. 


It has devised the Home Purchase Plan of insurance whereby a man of moder- 
ate means can own his own home and pay for it conveniently whether he lives 
or dies. 


It has developed a programme for the education and training of its agents in 
the principles of life insurance and in modern salesmanship. 

It maintains at its Home Office an Inheritance Tax and Business Insurance 
Bureau for the benefit of the insuring public. 


Its policies are liberal, clear and comprehensive, readily adaptable to the 
diversified needs of the insuring public. 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY 
OF THE UNITED STATES 
—* Broadway, New York 

. A DAY, President 
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GENCY OFFICERS WILL MEET IN 

; CHICAGO 

varied and Unusual Program in Course of 
Preparation 


The annual fall meeting of the Association 
of Life Agency Officers will be held in Chicago 
this year, November 10 and II. The sessions 
will be held at I Jrake University and head- 
quarters will be the Hotel La Salle. The as- 








sociation has met on these dates for a number 
of years and will not change this year. 

Ata meeting of the executive committee last 
May plans for the meeting were discussed and 
a program committee appointed. No announce- 
ments are yet ready but it is said that a pro- 
cram of unusual interest is in mind. 





Three Essentials of Salesmanship 
Under the above title, EK. M. Freudenberger 
has written an article which will undoubtedly 
be helpful to life insurance salesmen. He calls 
ita “key to production,” and sets forth three 
of the chief essentials to success in salesman- 
ship, namely, appearance, proper presentation 
and ability to close. He takes up each of these 
three in turn and tells the salesman the ad- 
yantages and effects of a favorable appearance, 
tactful and diplomatic presentation of his wares 
and how to close sales. This article, which 
will be issued in the form of a leaflet, contains 
excellent advice and inspiration for the life 
Three Essentials of Salesmanship may be 
procured in leaflet form from The Spectator 
Company at the following prices: Single copy, 
3 cents; 50 copies, $2.50; 100 copies, $4.00; 
300 copies, $15.00; 1000 copies, $25.00; 5000 
copies, $100.00; 10,000 copies, $180.00. 


John Hancock Life Pushing for Toronto 
Meet 

Leaders in the John Hancock Mutual are 
booming the National Association of Life Un- 
derwriters Convention, to be held shortly in 
Toronto. Vice-President Robert K. Eaton has 
sit a circular letter to the field force com- 
mending the program of the convention, saying 
that the subjects to be taken up promise educa- 
tion as well as inspiration. 

The Paul F. Clark agency of the company, 
which has been doing a very remarkable busi- 
ness for the current year, offer a trip to the con- 
vention as a prize to the agent who is selected 
by popular vote of the entire agency as having 
made the best showing for the month ending 
August 15, 

An Agency Supervisor Wanted 

A growing life insurance company, located 
in the Middle West, and which is licensed in 
several States, has an opening for a competent 
man of high ideals at the head of its agency 
epartment at its home office. Anyone inter- 
sted in such a proposition may communicate 
with THe SPECTATOR, mentioning number 37. 


Col. A. A. Green Dead 





Se es ee 





ha 


Colonel Abe A. Green, general agent of the 
Manhattan Life Insurance Company, at Dallas, 
Tex, died at his home there this week. 
d been ill for several months. 

Colonel Green was one of the best known 


He 


insurance men of the Southwest and his knowl- 
edge of the business was respected everywhere. 
He was formerly a cattle man and became 
connected with the Equitable Life of New York 
when the late Henry B. Hyde, founder and 
first president of the company, discovered him 
while traveling in Texas. 

The agency will be continued by Abe A. 
Green, Jr., who has for several years been 
associated with his father. 


MANHATTAN LIFE APPOINTMENT 

David F. Warren Becomes General Agent 
at Philadelphia 

David F. Warren, formerly connected with 
the Mutual Life of New York, has been ap- 
pointed general agent of the Manhattan Life 
Insurance Company of New York, with offices 
in the Liberty building. Mr. Warren has for 
many years been a large producer for the 
Mutual, having been a member of that com- 
pany’s $250,000 Club for the past five years. 
He was the first man to qualify for the club 
during the past year. 

Mr. Warren is a comparatively young man 
with marked ability. The Manhattan Life ex- 
pects great things from him. 


Northwestern Mutual Agents Meet in 
Milwaukee 

MILWAUKEE, Wis., August 1.—Seven hun- 
dred agents from all States attended the forty- 
sixth annual meeting of the Association of 
Agents of the Northwestern Mutual Life In- 
surance Company at the home offices in Mil- 
waukee. 

Paul F. Myers, Washington, D. C., formerly 
assistant commissioner of internal revenue, and 
member of the policyholders’ examinitfg com- 
mittee, addressed the agents. Officials of the 
company, prominent agents, State insurance 
commissioners and local insurance men were 
included in the three-day program. Educa- 
tional conferences were held and “case 
methods” were discussed. Golf tournaments, 
baseball games, dinners and dances comprised 
the social entertainment program, of this, one 
of the largest gatherings of company agents 
held. 

C. C. Rose Elected Assistant Secretary of 
Metropolitan 

Chas. C. Rose, for many years connected with 

the Metropolitan Life Insurance Company, New 





Massachusetts Mutual Life 
Insurance Company 


Springfield 
Incorporated 1851 


Massachusetts 


A company which throughout 
the seventy years of its history 
has ever enjoyed—because of its 
square dealing toward all and its 
long record of low net cost—the 
good will of its policyholders, the 
confidence and esteem of the in- 
suring public, and the loyalty of 
its representatives, 


Joseph C. Behan, Supt. of Agencies 











York, has been elected an assistant secretary 
of the company. He will have charge of the 
investigational division. 


Why Rob Yourself? 

People rob themselves of a life income, en- 
dowment, or other insurance benefits through 
their useless expenditures. Our leaflet called 
“ROBBING YOURSELF” shows how waste may be 
turned into a legacy giving an endowment or 
life income benefit. 

Send to-day for sample to The Spectator 
Company, 135 William street, New York. 


S. O. S. Policy Call 

This is the season for lapses to creep in. A 
timely leaflet with timely caution to policyhold- 
ers, is our leaflet entitled “Persona.” It has 
kept many a policyholder from lapsing. Don’t 
lose a single policy until you have tried it. 
Send to-day for sample to The Spectator Com- 
pany, 135 William street, New York. 


—Officers of the National Association of Life Un- 
derwriters predict that there will be a big attendance 
at the Toronto meeting. 





General 


rights. 





Central Ohio 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 


Agency 
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YCURGUS, probably the world’s LIFE AND CASUALTY 
LZ first Bolshevist, is another of the INSUR ANCE COMP ANY 


semi-mythical folks who lived in 
Sparta ages and ages ago, and who was OF TENNESSEE 
worshipped after death as a God. Plu- 
tarch seems to figure it out that Lycur- 
gus was real and a great law maker. 
Certainly he set the style for caste 
equality. Nobles and agp o Industrial Weekly Insurance 
not appeal to him. He provided for ° ° 
common table board and fixed it so that Life—Health—Accident. Pays 
everybody, = - poor, weer — Fifty Weeks Indemnity — Or. 
in the market place for breakfast an ° - ° 
dinner. Incidentally he decreed that dinary and Industrial Straight 
the food eaten should be offered by all Life Insurance 
hands, and that it should be food, not 
money with which to secure it. In 
other words the rich chap had to go 


into agriculture and raise his share of ‘ 
the provender. This kept the coun- Home Office 


try busy, although Lycurgus exempted NASHVILLE TENNESSEE 
himself from such labor. And another 
wise arrangement he made was to in- 
sist that the first man of the house- 
hold should either plan ahead to pro- 
tect his wife or fix it so she would get 
a second husband when he had died. 
Cash protection was not what Lycurgus 
sought. All he wished was that the 
husband keep a storehouse well filled so 
the wife would have this to sustain her 
until she could get her bearings anew. 
Actually this was insurance against the 
proverbial rainy day. In these times 
a well filled storehouse is not considered 
entirely sufficient. The thoughtful and 
loyal father uses life insurance to pro- 
vide an estate. 











The Prudential 
Insurance Company of America 
Incorporated under the laws of the State of New Jersey s 
utchinson, Kansas 
Forrest F. Dryden, President H , 
Home Office, Newark, New Jersey 


Stephen M. Babbit, President 
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first Bolshevist, is another of the 

semi-mythical folks who lived in 
Sparta ages and ages ago, and who was 
worshipped after death as a God. Plu- 
tarch seems to figure it out that Lycur- 
gus was real and a great law maker. 
Certainly he set the style for caste 
equality. Nobles and half-nobles did 
not appeal to him. He provided for 
common table board and fixed it so that 
everybody, rich and poor, should gather 
in the market place for breakfast and 
dinner. Incidentally he decreed that 
the food eaten should be offered by all 
hands, and that it should be food, not 
money with which to secure it. In 
other words the rich chap had to go 
into agriculture and raise his share of 
the provender. This kept the coun- 
try busy, although Lycurgus exempted 
himself from such labor. And another 
wise arrangement he made was to in- 
sist that the first man of the house- 
hold should either plan ahead to pro- 
tect his wife or fix it so she would get 
a second husband when he had died. 
Cash protection was not what Lycurgus 
sought. All he wished was that the 
husband keep a storehouse well filled so 
the wife would have this to sustain her 
until she could get her bearings anew. 
Actually this was insurance against the 
proverbial rainy day. In these times 
a well filled storehouse is not considered 
entirely sufficient. The thoughtful and 
loyal father uses life insurance to pro- 
vide an estate. 
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Foresight Better 


ORESIGHT is a heap more healthy, yes, 
and more profitable, than hindsight. Take 
all the great men of our country, and other 
countries, too, and one of their qualities was a 
kind of “double sight,” of the present and the 
future. At Valley Forge George Washington 
was not discouraged, for, and evidently in a 
rather clear way, he could look into the future. 

This foresight, given to all men at times, and 
to the great of the earth quite generally, is 
simple plain good old faith, of which much is 
written in a book which at present isn’t read 
as much as it should be. And, say what you 
will, believe what you may, be you the veriest 
pessimist, faith, Mister Anyman, can perform 
its wonders for you and for me. 

In the early days of industrial life insurance 
there were a few men who had the gift of sec- 
ond-sight and could look forward into a future, 
where that kind of insurance would be a very 
wonderful thing. And it took strong second- 
sight in the early days of industrial insurance 
in America to see anything but discouragement, 
loss and failure. Said an official of one com- 
pany which tried out industrial insurance and 
gave it up, “I see nothing in it. It doesn’t pay 
to collect such small premiums. Even if it did 
your collectors would steal so much there would 
be nothing left for profit.” 

Said another official of a 
somebody suggested should take up the busi- 
ness, “Not for us. We don’t claim to be pros- 
perous, but we've not got so far down that we 


company which 


have to sell five cents a week insurance.” 

Indeed there were very few in the earliest 
days of industrial insurance in America whose 
second-sight was powerful enough to look for- 
ward and catch even a glimpse of a hundredth 
part of what has come. 


A Macicat Movie 

But suppose that in those early industrial 
times movies had been known, and suppose some 
magician of second-sight had conjured a movie 
which showed the present success of indus- 
tal insurance, and presented the enormous 
buildings of these life insurance mammoths, 
showing the stupendous results of the business ; 
the great armies of men and women clerks, 
and the daily mail, etc. Suppose this magical 
movie could have shown the weekly receipts, 
say in.vast piles of nickels, of each of these 
industrial Cyclops throughout a present calen- 
dar year!’ And next the magic movie showed 
the army of industrial agents for each com- 
pany, the army moving past the beholder, so 


Than Hindsight 


many hundreds each ten minutes, hour after 
hour. 

All this, these things, seen in the magical 
movie, would have been the sight of complete 
faith. Partially, without doubt, the leaders in 
the movement of industrial insurance did be- 
hold something like this. But if all the execu- 
tives of all the life insurance companies had 
beheld such a movie as has been inadequately 
outlined, how many companies, think you, would 
not have taken up with the industrial insurance 
business? Don’t you think that every one of 
them, without exception, would have jumped 
into that kind of insurance? 

But you may say that all this leads nowhere 
in particular. But for the industrial agent it 
leads somewhere and in the particular picture 
here. 

The industrial agents in those first days of 
industrial life insurance? What did they 
achieve? 

Most of those early industrial agents, those 
that had a little of that gift of second-sight or 
faith and stayed with the industrial train of 
rapidly increasing speed and momentum, gained 
a mighty success. Many of them have risen 
high in the service of their companies, and of 
those who haven’t it can be said that ill health 
or some other definite cause prevented high 
promotion. This, then, is the rough history 
of industrial insurance to date: 

Beginning in the smallest of ways, with a 
petty handful of agents, and a few cheaply 
paid clerks in the home offices, it has grown 
and grown as a business in a manner: which 
has outdone the building of an 
Aladdin’s palace. 
stand and behold a procession of all the in- 
dustrial agents of all the industrial companies 
it would bring our eyes very wide open for 


mythical 
If we could sit on a grand- 


atime. Long before that procession had passed 
we would be sound asleep from weariness and 
because it was night. The present success of 
industrial insurance in America has passed be- 
yond where the average mind can grasp its 
child mind can realize the 
building the meaning of a 
potato hill better than it can that of the 
Pyramid of Ghizeh. And the present pyramid 
of industrial insurance is so vast that only a 
almost infinite capacity could 
And this of the present 
success of industrial insurance. 


significance. A 


method of and 


ciant mind of 


erasp its significance. 


Tue Future 
Suppose we could have in this 
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But—wait ! 


year 1922 a magician and we could see a magic 
movie? Suppose the magician could show all 
who are interested in the subject pictures of 
what industrial insurance in America will per- 
form in the year, say, 1952. That is only thirty 
years in the future; a scrap of time in the his- 
tory of a nation. But let us see if we can 
guess in slight detail what industrial life insur- 
ance will be effecting in that coming year, 1952. 
As a minor prophet the writer will let his second 
sight have a bit of rein. 

The companies and the business will be even 
immensely greater than what they are to-day. 
So vast that to attempt even faintly to realize 
their colossal proportions is simply wildly im- 
possible for any one. 

Without doubt these vast concerns will con- 
tinue along the trails already begun. Their 
mighty army of policyholders will have every 
kind of medical attention. There will be great 
hospitals for every kind of injury and disease. 
The matter of scientific diet will have had such 
experimentation on the part of many trained in- 
vestigators that various diseases will be con- 
trolled in a manner unknown at present. Food, 
clothing, all hygiene and everything in connec- 
tion with health will have been studied by the 
investigating stations of these vast companies 
so that even the very poorest will be instructed 
and will give careful attention to health. In- 
deed the changes for the benefit for all wrought 
by these companies will be so great that the 
increase in average longevity for the masses 
will probably put off death for workmen and 
clerks at least to the extent of ten years. 

Doubtless things of this kind will come. Very 
possibly the benefits to the average industrial 
worker will be far greater than at present can 
be suggested. Hundreds of millions to be saved 
at the expense of tens of millions for investigat- 
ing and preventing disease make such an allur- 
ing balance sheet that the tens of millions will 
be spent. 

And the industrial agent? Well, all present 
industrial agents, unless death or 
disease or lack of industry prevents, are bound 


day and 
to rise high in the service of their companies. 
These concerns are progressing in such an 
amazing manner that anyone employed has far 
greater chances for promotion than in any other 
line of work. Indeed, unless something unusual 
happens to the industrial agent he is certain of 
high promotion. 

Put in your best licks, Mister Industrial. 
You are one of an army of agents which is 
growing daily mightier and mightier and will 
not only indefinitely decrease the ills of man- 
kind but individually will have opportunities for 
success unknown by men in other occupations. 











PRUDENTIAL NOTES 


Many Agents Rewarded for Long 
Service 


PROMOTIONS TO ASSISTANCY RANKS 


M. H. Wessell Makes Fine Showing in 
York, Pa. 

James Baker, superintendent of the New 
York No. 10 district, continues to write ordi- 
nary business. He recently was awarded the 
gold merit button. 

Isaac Goldstein, assistant superintendent in 
the New York No. 10 district, holds second 
place in industrial and stands fourth in ordinary 
among the company’s best assistancy producers. 

Superintendent M. H. Wessell of York, Pa., 
district leads Division “K” in 
net lapse per $100 of debit for 1922 and is listed 
number 6 in the entire field. 

Agents R. M. Knesel and M. A. Allison of 


the Harrisburg, Pa., district have been listed 


lowest average 


number one and two, respectively, in Division 
“K” in net industrial increase for the year. 

Agent James B. Burch of Washington, D. C., 
district has completed thirty-five years of con- 
tinuous service and received the gold locket and 
certificate, signifying his entrance into Class 
“G” of the Prudential Old Guard. 

Special Inspector A. E. Smith is the recipient 
of an insigna representing his entrance into 
Class E Prudential Old Guard after a continu- 
ous service of twenty-five years. Mr. Smith 
started as an agent in the Boston No. 1 district 
on June 1, 1897, and has also worked as an as- 
sistant superintendent in the Brockton, Port- 
land and Boston 2 districts. He was appointed 
an inspector on July 15, 1007, and promoted to 
special inspector January 20, 1922. 

Other Division C representatives entering the 
Prudential Old Guard are: F. M. Smith, Boston 
No. 2; H. A. K. Crocker, Springfield; S. J. 
Miller, Portland; I. Shatz, Providence No. 1. 

Good results in all branches of their work re- 
sulted in promotion of the following to the as- 
sistancy rank of Division Q: Pliny R. Doane, 
Salt Lake City, Utah; Dennis L. LaMar, Pasa- 


dena, Calif.; William M. Jacobs, Pasadena, 
Calif.; Clement E. Baker, San Francisco 2, 
Calif.; Edward L. Peirce, San Francisco 1, 
Calif. 


M. H. Wessell, superintendent of York, Pa., 
leads Division “K” in highest percentage of col- 
lections, lowest per cent of arrears and lowest 
average industrial net lapse for the year 1922, 
including the week of June 26. The following 
named Division “K” representatives 
cently recipients of a bronze badge and cer- 
tificate indicating that they had passed the five- 
year mark and are now members of Class “A” 
of the Prudential Old Guard: Assistant E. L. 
McCoy, Washington, D. C.; Agent W. E. Kuhn, 
Hanover, Pa.; Agent G. R. McCurdy, Harris- 
burg, Pa.; District Cashier Miss H. R. Beeson, 
Wilmington, Del. 

Various districts of Division “Q” recently 
held an intercity contest extending over a period 
of ten weeks based on the proportionate actual 
increase secured by their staff. The final re- 
sults follow: Los Angeles No. 1 and No. 3 


were fre- 


THE SPECTATOR 


INDUSTRIAL INSURANCE SECTION 





How to Succeed 

To be a successful insurance man it is 
necessary to be a deep thinker, a constant 
worker and a good mixer. 

The following line of action rigidly 
adhered to will qualify anyone who is in 
earnest and anxious to succeed: 

Talk your business to everyone you 
meet. 

Use generously of company literature 
together with an intelligent canvass. 

Talk ordinary in large amounts, for 
people need all the protection they can 
pay for. 

Every new policy delivered should be 
the means of securing other business if 
your client has been properly sold and 
you have his confidence and good will. 
He will be glad to give the names of 
some friends whom you may interest. 

Follow this plan for a month and see 
if your income has not increased over 
last month—The Banner. 











defeated Pasadena, Los Angeles No. 2 and San 
Diego. Portland overcame Seattle. Tacoma 
defeated Spokane. Oakland and Sacramento 
won from San Francisco No. 1 and No. 2. 
Pueblo defeated Denver & Salt Lake City. In 
this same period, Agent Ernest Lindquist, of 
Los Angeles No. 2, who has the honor of lead- 
ing the agents of the entire country in indus- 
trial, had a net increase of about fifty per cent 
over his closest rival. 

While the vacation season is well under way 
and premium payers are not always to be found 
home, many agents are continuing to make 
headway along the lines of arrears reduction 
by the collection route. As an example, As- 
sistant M. M. Morris of the Hamilton district 
inspected the debit of agent J. J. Temming dur- 
ing the week of June 10, and between them they 
succeeded in collecting $100 over the debit, 
thereby, materially improving the arrears and at 
the same time increasing the advance payments 
to the most favorable figure indicated on his 
account since the first of the year. 

Agent Alfred Roehrig of Mount Vernon, N. 
Y., district, recently wrote $25,000 of ordi- 
nary protection on one life. 

John R. Mohr, assistant superintendent of 
the Chicago No. 2 district completed fifteen 
years of service this year. He has worked 
only in Chicago No. 8 and his present district. 

Superintendent Fred E. Shelton of Detroit 
No. 1, Michigan, was transferred to take charge 
of the Dayton, Ohio, district last month, to fill 
the vacancy caused by the death of former 
Superintendent William T. Nuttall. 

Agents E. V. Heughan, New Orleans, La.; 
J. T. Smith and J. H. Porterfield of Atlanta, 
Ga., have been promoted to the position of as- 
sistant superintendent in their respective dis- 
tricts. 

Great stress is being laid on the important 
feature of “Conservation.” In the item of 
ordinary net cancellations superintendents F. B. 
Hilliard at Kitchener, Ontario, and W. J. Neal 
at St. Catharines, Ontario, stand out very 
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prominently among the company’s leaders and 
stand first and second, respectively, jn the 
Dominion of Canada, thus demonstrating that 
they are firm believers in the “The business that 
stays is the business that pays.” 

Assistant Superintendent Albert McCarthy 
of Memphis, Tenn., has the commendable dis. 
tinction of leading the Southern Division jy 
both industrial increase and ordinary produc. 
tion for the current year. 

Assistant Superintendent R. B. McFerren, 
Atlanta, Ga., and Assistant P. F. Becnel, New 
Orleans, La., are leaders in lowest arrears and 
highest advance payments, respectively, 

Agent Grover C. Polk of Memphis, Tenn, 
has been promoted to the position of assistant 
superintendent of his district. 

Agent Richard A. Barry of Elizabeth, N. J, 
has been promoted to the position of assistant 
superintendent in the same district. 

Agent Oscar Reinhardt of the Staten Island, 
N. Y., district, is the present leader in induys- 
trial in Division M and ranks No. 9 in the en- 
tire field for 1922. 


Strike While the Iron Is Hot 


Of the various qualifications necessary in 
selling life insurance, one of the most impor- 
tant is initiative, originality, or whatever 
name you care to give it. It is the ability to 
use conditions and circumstances to help you 
in your sale. 

A certain live agent, who had called several 
times on a prospect, was constantly put off. 
One evening while on a street car he saw an 
ambulance speeding up the avenue in the direc- 
tion of his prospect’s home. It passed the house; 
the agent realized it was time for him to get 
He rushed from the car, rang the pros- 
pect’s doorbell and said: 

“T thought the ambulance was going to stop 
here, Mr. Smith, you have been taking too many 
My company makes a business of as- 
suming the risk that is now carried by your 
It is not necessary for me to explain the 
uncertainty of life, but it is very necessary for 
me to go seriously into this matter of protec- 
tion, which we have been discussing for the 
past month. You have everything to gain and 
nothing to lose by allowing. our company to 
protect, if you die, those whom you will pro- 
tect if you live. You are facing a serious situa- 
tion. You have two small children, whom I 
am sure you do not want reared by a step- 
father or orphans’ home. Then it is absolutely 
necessary that you provide for their future 
maintenance. This can be done now. May ou 
doctor call to-morrow evening?” 

“Make it Thursday evening, 
o'clock,” agreed the prospect. 

Register this sale for our live agent. He took 
advantage of a situation which presented itself 
to him while riding home on a street car. Every 
agent has many such opportunities every day, 
if he will only see and grasp them. Timely in- 
terviews bring results. Be guided by that old 
“Strike while the iron is hot.’—Field 
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at about 7 


axiom: 
News. 
—Do it now. Go and see that fellow who might be 


interested later on. 
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There’s Room on Top 


3y WitttAM THORNTON © 


ssful managers of to-day were the 


The succe 
ight home the bacon yester- 


debit men who brot | 
As you read these lines, do you nities 


day. , ‘ 
nt or vice-president of your com- 


the preside ! 
as he sits in the luxury of his swivel 
chair and mahogany desk, enjoying prestige and 
4 lucrative salary? Well, you may be sure 
that he has toiled in the mill before he arrived 


pany. 


at his present enviable station in life. a 

For a man to be a leader, he must have vision 
and ambition; he must acquire an intimate 
knowledge of his business ; he must achieve suc- 
cess in each successive step along the route; he 
must form and cultivate a wide acquaintance- 
ship; and he must possess the ability to judge 
the qualities of other men, he must be able to 
direct their energies towards the successful ac- 
complishment of their undertakings. 

If vou want to climb to the very top in your 
choness business, you must look penetratingly 
ahead into the future, and see what it takes to 
reach there. Unless you have this vision, you 
are not likely to stumble blindly along and 
fnally attain the coveted place. Moses sent 
twelve spies into the Promised Land; only two 
of them believed that the savage tribes could 
be overcome and the land possessed. One of 
these men afterwards succeeded Moses as the 
leader of the hosts of Israel. 
fill big positions unless you 
really want to do so. This is a kind of great- 
ness that is not thrust upon one. You must 
want to climb so badly that you will be fired 
with an ambition that never slumbers, but 
ambition alone will not take you to the top. 

You must be willing to make whatever per- 
sonal sacrifice of your time and_ inclinations 
You must overcome 


You cannot 


that is required of you. 
timidity and reticence in soliciting; you must 
be willing to work early and late. Because it 
is hot, or the weather is inclement is no reason 
why you should stay at home. Many a tired 
debit man has gone back after supper to call 
on a prospect he could not see earlier in the 
day. Mind and body are tired, but determina- 
tion to win must not lag. 

No opportunity must be lost for gaining a 
more thorough knowledge of your business. Be 
punctual at the morning meetings, listen atten- 
tively to all that is said. Read the house 
organ regularly and carefully, from cover to 
cover, don’t miss the good things the insurance 
journals print every week. Know every possible 
reason why your prospects should carry insur- 
ance; be prepared to meet squarely and 
promptly every objection that you encounter in 
canvassing. Learn all that you can about the 
policies yourself, familiarize yourself with 
the affairs of your company. 

Whatever is worth doing at all, is worth do- 
mg well. Don’t canvass half-heartedly: be 
farnest, direct and courageous in your solicit- 
ing. If you think a prospect is able to carry 
intermediate or ordinary, don’t be afraid to 
tackle him. The prospect who is hardest to 
sell sticks best. If you expect to accomplish 


big things and get a promotion, you must show 
vi ° : . 
your’ superintendent that you have the right 
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stuff in you, or you will always be assigned to 
the poorest and hardest debit in the district. 

Watch arrears, keep down lapses, reinstate 
the business that has actually gone off the books. 
Your ability will not be measured solely by 
your success as a closer. Your prospect of ad- 
vancement will be better if you are able to con- 
serve business. 

And it is very essential for you to be able 
to make new acquaintances and form new 
The more people you know the 
Never let a day 
go by that you do not add to coterie of friends 


friendships. 
more business you will write. 


—everyone needs them, but to the insurance man 
they are indispensable. 
The 


manager must possess ability to select men and 


assistant, the superintendent and _ the 
to direct their energies along the right lines. 
You must train yourself to do these things. 


You 


soon be able to perceive in the more successful 


Observe carefully your associates. will 
ones the qualities which make them so, and you 
can likewise tell why others are more or less 
failures. Keen perception and observation will 
aid you in picking and choosing from the rank 
and file of men, those who, are likely to win 
out. 

If you direct others, you must first succeed 
in bossing yourself. With some of us, this is 
no easy task. Bossing one’s self -means work- 
ing when one does not feel like it, overcoming 
timidity, cultivating courage—in short, making 
one’s self do the things that are hard. 

There is plenty of room at the top, but the 
uppermost rung cannot be reached by leaps and 
bounds. 
must he undaunted by failure, unspoiled by suc- 
willing and persistent. As _ the 


Steady climbing is what it takes. You 
cess, negro 
preacher said when he paid the premium on his 
policy, “De blessin’ is to dem what continues.” 
Indispensable 

What coal is to the power plant, cash is to the 
industrial insurance business. It is indispensable, 
the vital life-blood to the whole 
“NMoney makes the mare go.” So it does the 
power plant and that industrial debit of yours. 
Without it there is no motion, no progress, no 
Hence the abso- 
per- 
Make your 


business. 


prosperity, no advancement. 
lute importance of collections—steady, 
sistent, regular 700 per cent kind. 
collection record a big one along with your pro- 
duction record, two absolute essentials to your 
What others can do, you 
can do if you only make a bold, courageous, 


permanent success. 
energetic and svstematic try.—The Banner. 


Durham, N. C., Forging Ahead 

The Durham, N. C., agency of the Life In- 
surance Company of North Carolina stands first 
in class 3 in the company’s territory, Superin- 
tendent G. C. Mr. Glymph 
states that the increase for 1922 has never been 
surpassed in the district. The office has two 
assistant superintendents and twelve agents. 


Glymph reports. 


Qualify for Erie Conference 
Assistant Manager Leonard of the Prince- 
ton, Ind., office of the Metropolitan Life In- 
surance Company has announced that out of a 
staff of seven men, the Princeton detached as- 
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The Feather Renovator 


By J. F. Drepce 
The Prudential Insurance Company 


So much has been said and read regarding 
the selling of life insurance that most every- 
thing said and read seems to be a repetition of 
old ideas that have been said and read so often 
that they become as a stereotyped medicine ad. 

There are no set rules as to how to approach 
any person in order to ask them to buy your 
goods so long as you do not take a run and a 
jump and land in their laps or on their necks. 
Some advise the use of carbolic acid in your 
fountain-pen ink and figuring under your client’s 
nose; wearing a black bow tie and a long God- 
forsaken look it -will cause your perfectly happy 
and good-natured candidate to catch the odor 
and begin thinking about funerals and under- 
takers and thereby contract a well-developed 
shiver as he seems to feel three quarts of 
formaldehyde coursing through his veins in that 
cold, clammy basement of the morgue. 

T wonder how many people really feel good 
when they sign up for life insurance. Why 
not? Make them feel happy and contented and 
glad that they are now secure from all further 
financial worry for the rest of the many years 
to come that they are going to spend in this 
wonderful world. And, when, in later years, 
they are comfortably seated, watching the even- 
ing sunset of life, how they will think of the 
day you showed them the way to peace and 
plenty; and how their blessings will go forth 
for you to comfort you in your declining years. 

I don’t life insurance with 
laughter. Sell it with the smile of sincerity 
and with deep conviction that you are lifting all 
burdens of worry and want from their shoul- 


mean to sell 


ders and that you are their friend—always. It 
won't be long before the multitude will learn 
that you are the man who is eliminating all 
worry and want from among them; and it is 
then that you will reap your reward. 

The debit reminds I once noticed a 
feather renovator in operation: The feathers 
—some turkey, chicken, duck, buzzard or any 


me: 


kind of color of old-dirty feathers would go 
in one end and come out of the other end—pure, 
white and fluffy. Therefore run your debit as 
the renovator—and, if you do get a few off 
color you can make them white by using tact 
3uild up such a strong person- 
ality among your policyholders that, if the presi- 


ard service. 


dent of your company came upon your debit 
and presented his card and attempted to ad- 
just any matter with them, to have them say: 
“No, my agent attends to all my insurance for 
me and I will not do anything until I confer 
with him upon the matter. Good day, sir.” 


sistancy qualified three agents for the Lake Erie 
conference held by the company last Thursday. 
The amount of business required to qualify an 
agent for this trip is a half year’s allotment ob- 
tained in ten weeks. 
A. S. Maddox Is Agency Manager 

The National Life Association, Des Moines, 
announces the appointment of A. S. Maddox 
as agency manager, effective July 14. 








It is well worth while to devote an entire 
article to the emphasizing of a fact, old as 
the everlasting hills, obvious as the A B C, 
and yet, alas, how seldom realized! That fact 
is simply this: WoRK COUNTS. 

When a lady once asked Turner, the cele- 
brated artist, what the secret of his achieve- 


ments was, he replied, “I have no _ secret, 
madam, but hard work.” 
When Thomas A. Edison was asked to 


define the inspiration to which he owed his 
scientific discoveries, he said, “inspiration is 
perspiration.” 

In every department of human activity the 
same word is true: worK cCOoUNTs. It is 
particularly true in life insurance, where the 
returns are directly proportionate to the en- 
ergy and time expended. Consciously or un- 
consciously, every agent is a living example 
of the truth of the saying. Some agents 
exemplify it in a manner highly satisfactory 
both to themselves and to the companies with 
which they are connected. The steady stream 
of applications flowing head-office-ward is 
proof positive of their belief in the efficacy of 
hard work. Other agents furnish a negative 
proof of the maxim’s truth. They apparently 
believe that hard work does not count, and 
their utter failure in their chosen calling is 
the best evidence of the marvelous consistency 
with which they live up to that belief. 

There is no royal road to success in the life 
insurance business. In that business, as in 
every other, “the hand of the diligent maketh 
rich but idleness shall clothe a man in rags.” 
3rilliant talent, a good education, extensive 
connections, a “pull”—any of these things 
come in handy if the life agent possesses them 
—but all of them put together will not bring 
success, if energy and industry are lacking. 
More than that, the agent who possesses en- 
ergy and industry will succeed whether he has 
these other advantages or not. Energy en- 
ables a man to force his way onward and up- 
ward through irksome drudgery and dry de- 
tails—in spite of defeat and rebuff. It ac- 
complishes more than genius, with not one- 
half the disappointment and peril. 

In every branch of insurance there is plenty 
of business to get and the “plums” will be cap- 
tured by the live men who know how to 
“hustle” early and late. But competition is 
now so keen that the man who sits down and 
waits for business to come to him might as 
well put up his shutters and retire to a sani- 
The man who works half-heartedly 
The conditions 


tarium. 
might as well do the same. 
under which life insurance soliciting is car- 
ried on at the present day necessitate a sur- 
vival of the fittest—and only the fittest. The 
solicitor who does not possess sufficient en- 
ergy and purpose to enable him to cope with 
present-day conditions in the insurance field 
will be pushed to the wall. 

There are big demands made nowadays on 


the insurance solicitor who would succeed. 


There is necessary the hardest of hard work, 
and heaps of patience, perseverance and pur- 
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Perseverance and Work Success Factors 





This article is an extract from the in- 
structive textbook entitled, “Life Insur- 
ance and How to Write It,” by J. M. 
Langstaff, published by The Spectator 
Company and now in its fourth edition. 
In this chapter, Mr. Langstaff emphasizes 
the. fact that only hard work counts, the 
importance of time and the value of per- 
sonal appearance in soliciting. 











pose behind the work. That is one side of 
the story. And the other side of it is this: 
There never was an age in the history of the 
world when there were such magnificent op- 
portunities for the worker as now. The world 


is wealthier than it ever was before. Society 
is better organized. Life insurance is better 
known and more popular than ever. In fact, 


the only possible outcome hard work wisely 
and energetically directed and applied can have 
in this age is success, 

Agents, be workers! In no other way can 
you make a living in life insurance or any 
other honest business; in no other way can you 
expect to gain recognition for whatever abil- 
ity you possess. You will advance in your 
earning capacity, in the confidence of your 
company, in your own self-respect, just in pro- 
portion as you realize the truth of the maxim 
that WORK COUNTS. 

What men want is not talent, it is purpose; 
in other words, not the power to achieve, but 
will to labor. I believe that labor judiciously 
and continuously applied becomes genius.— 
Bulwer. 

Energy will do anything that can be done in 
this world: and no talents, no circumstance, 
no opportunities will make a two-legged ani- 
mal a man without it—Goethe. 


THE VALUE OF TIME 

People have a saying that time is money, 
although not many men act as though they be- 
lieved it to be true. We fear that insurance 
agents are particularly prone to forget the 
importance of making good use of the time at 
their disposal; for, not being bound down to 
any fixed hours of work, or governed by any 
settled routine, they find it easy to let the time 
slip through their fingers. And yet it is literally 
true that “time is money” to the insurance 
agent, for his income generally depends di- 
rectly on the amount of time he spends upon 
his work. We venture to assert that the aver- 
age agent ‘could easily increase his earnings 
by 50 per cent if he could only be awakened 
to the full importance of making every minute 
count. The best evidence of the truth of this 
assertion is the tremendous increase in the vol- 
ume of any company’s business during the 
closing weeks of the December campaign, when 
all the field staff are fully awakened to a 
realization of the very brief time remaining in 
which to round out the year’s business. 

What a pity it is that men so seldom com- 
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prehend the full value of the passing hours yp. 
til some emergency arises which awakes them 
to an appreciation of that priceless POssession, 
“time,” priceless indeed to those who Teal- 
ize its worth, but valueless to those who Drize 
it lightly; one of the few gifts bestowed in 
equal portions on all mankind, and like gl 
other free gifts of Providence, regarded with 
carelessness by the multitude. Only those fey 
who rightly estimate its worth and use it ty 
the full can say how much ‘the wise inves. 
ment of this one asset, “time,” will yield 
What makes the difference between one man 
and another, between the leaders and the leq? 
Out of all the host of reasons and excuses which 
men advance there stands forth one explan- 
tion which more than any other affords the key 
to the successes and failures of life—“thes 
prized their time and used it, those neglected 
theirs.” Time, diligently and constantly em- 
ployed will more than compensate for all de. 
fects of education, opportunity or even abjl- 
ity; while the most brilliant talents assisted by 
every favorable circumstance will not avail to 
lift a man beyond mediocrity if time is lightly 
thrown away. The oft-quoted words of Glad- 
stone are worthy of being repeated once more, 
“believe me when I tell you that the thrift of 
time will repay you in after life with an usury 
of profit above your most sanguine dreams; 
and that the waste of it will make you dwindle 
alike in intellectual and moral stature beyond 


” 


your darkest reckoning. 


PERSONAL APPEARANCE 

It is poor policy for an insurance solicitor 
to disregard his personal appearance. In his 
business, he has to make himself somewhat 
agreeable to people, and he interferes with his 
chances when he goes about with unshaven 
face, unkempt linen and dirty hands. Even a 
mechanic or teamster, whose occupation pre 
vents him from giving much attention to his 
own appearance, would rather do business with 
the clean, well-dressed, successful-looking 
agent than with his slovenly competitor. An 
agent who is careless of his personal appear- 
ance can’t expect to command the attention of 
respect of his clients, no matter to what sta 
t:on in life they belong. 

Nothing succeeds like success. People are 
apt to take a man at his face value. If they 
see a person whose words,’ bearing and dress 
all speak of success, they are impressed and @- 
tracted. But it requires a vivid imagination, 
or a large share of credulity, to believe 4 
slovenly, down-at-the-heel canvasser when he 
says he is the district agent of the most suc 
cessful life insurance company on the conti- 
nent, and that men are tumbling over one ai 
other to get a chance to insure in his com 
pany. 


\s our remarks, 


friend Gordon Graham 
“appearances are deceitful, I know, but so long 
as they are, there’s nothing like having them 
deceive for us instead of against.us. If you 
look as if you had slept in your clothes, most 


men will jump to the conclusion that you have 
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snd you will never get to know them well 
enough to explain that your head * so full 
of noble thoughts that you haven’t time bs 
bother with the dandruff on your shoulders. 
The commission on one $1,000 application 
will buy you a suit of clothes. Get the suit of 
clothes now, and it will assist you in closing 
not one but a good many applications. 


Be IN EARNEST 
You can scarcely expect your client to treat 
the subject seriously, tinless you set him an 
example. A little fun now and then does no 
harm, and enlivens the conversation. But there 
is a danger of going too far in this direc- 
tion. Don’t let your prospect get the idea that 
you are not perfectly in earnest. Don't en- 
courage any levity when dealing with busi- 
ness matters. If you start the interview in a 
spirit of foolery, you place yourself at a dis- 
advantage from the outset, your client if he 
finds himself hard pressed by your arguments 
will generally adopt the obvious expedient of 
taking refuge in evasive jesting. The only safe 
demeanor is that of serious earnestness. You 
need not assume an aspect of owl-like gravity 
or supernatural wisdom. But let your man- 
ner and countenance betoken business of im- 
portance; give your client to understand that 
you are in dead earnest, and he will treat you 
and your arguments with all the more atten- 
tion. 
Don’t Worry—Work 

We all spend too much time in worrying over 
our troubles instead of working against them. 
So many people have a wish-bone where they 
ought to possess backbone. Nothing in the 
world was ever accomplished by merely wish- 
ing—that remark is so trite as to be almost 
superfluous, and would be superfluous but for 
the fact that a great many people have ap- 
parently never heard, thought or realized it. 
The profession of the life insurance solicitor 
is sometimes a disappointing one. His good 
luck, as well as his bad luck, comes in streaks. 
There is probably no business that requires a 
larger supply of patience, perseverance and 
resolution. This fact explains why so many 
men fail as life insurance solicitors. The men 
who succeed must be “stayers.” They must 
have courage and self-control and enthusiasm 
enough to tide them over the difficult places. 


‘They must have sufficient energy to resist the 


temptation to dream about past successes or, 
worse still, to worry about past failures. The 
men who succeed in this business are not the 
theorists nor dreamers—they are the workers. 


—The Manhattan Life Insurance Company of New 
York reports that July was an excellent month, sur- 
passing by a large amount the June record. 

—The Life Underwriters Association of Chicago is 
eager that the 1923 convention of the National Asso- 
ciation will be held in the Windy City and efforts 
will be made to bring this about at the Toronto con- 
vention, 

—License to do business in Texas has been granted 
by the State Department of Insurance and Banking to 
the Atlantic Life Insurance Company of Richmond, 
Va, with a capital stock of $300,000 and surplus of 
$350,959. H. F. Stother of San Antonio is the State 
‘gent. This is a new company for Texas. 


THE SPECTATOR 


INDUSTRIAL INSURANCE SECTION 


METROPOLITAN NOTES 


Few Changes Among Managers 
During Past Months 


NEW DISTRICT AT FITCHBURG 


Leaders in Ordinary and Industrial for the 
Past Seven Months 

Among managers of the Metropolitan Life 

Insurance there have been 

changes during the past month. A 

in the New 


Company few 


new dis- 
trict has been created Ieneland 
territory to be known as Clinton, Mass. It is 
of the Fitchburg, district. 
James E. O’Connor, assistant manager at New- 
ton, Mass., was promoted to be manager of the 
new district July ro. The manager of Bridge- 
port, Conn., Edward W. Loveday, has been 
transferred to Lynn, Mass., July 3, to succeed 
Harry Covin, assistant 


a division Mass., 


Thomas B. Feeney. 
manager at New Haven, Conn., was promoted 
to be manager of Bristol, Conn., July to, to suc- 
ceed Benjamin Walshon. 

In the Southwestern territory Owen T. Ben- 
nett, manager of Salina, Kan., was transferred 
to Wichita, Kan., July 3, to succeed Frank EF. 
Ritchie, resigned, and Leo R. McKee, assistant 
manager in Salina, Kan., was promoted to be 
n the place of 


manager of the same district 
sennett. 


Bristol,- Pa., in the Middle Atlantic Terri- 





Saving That Lapse 
By B. L. Vincent 
Prudential Insurance Company of 
America 

Recanvassing the business is the best 
way to save lapses. 
! have found that to canvass for new 
business in a home in which you have a 
hunch that they intend to lapse one or 
more policies 1s a good and profitable 
means of saving business from lapsing. 
By bearing down hard on the attractive 
mvestment features of life insurance, the 
ctfect will be marked. How often have 
you jicard this remark when canvassing 
for new business: “Why, I was think- 
ing of dropping Henry's policy!” That 
is your time to get such a thought out 
of the poligyholder’s mind for good, and 
you can explain why the policy is best 
If it is business that 
is old enough to receive dividends, show 


suited to Henry. 


how the policy will accumulate and how 
tt has been increased and tell the policy- 
holder that the same money would not 
buy the same amount of insurance at the 
Speak of claims in the 
most of which were en- 


present age. 
neighborhood, 
tirely unexpected, and bring to the policy- 
holder's mind the fact that burial ex- 
Most of 


our lapsed business comes from agents 


penses have greatly increased. 


who show small interest and not from 
uninterested policyholders. 
fifty cents of business saved is as good 
as fifty cents of new business. 


Remember 














tory had a vacancy for a manager and Harry 
]. Hasselbauer, manager of Millville, N. J., 
succeed FE. “W. 
Kinsey, formerly 


transferred there to 
McIntyre, July 3. T. W. 
manager of Johnstown, Pa., was appointed man- 
ager of Pittsburgh South, Pa., July 3, to suc- 
ceed L. J. Regan; M. V. Bresnahan, manager 
of the Allegheny District, a part of Pittsburgh, 
Pa., was transferred to Carnegie, Pa., to suc- 
ceed C. W. Davidson, manager, transferred to 
Johnstown, Pa., and J. A. White, manager of 
the Frankford District, in Philadelphia, Pa., 
was transferred to Allegheny, Pa. 

J. V. Norman, assistant manager in Tippe- 
canoe, Ind., in the Middle West territory, was 
promoted to be manager in Parkersburg, W. 
Va., July 24. 


was 


The ten leading districts in the country at 
large in average industrial increase per week, 
per agent, for the year to and including the 
week of July 24 were: Delmar, Mo., Norman 
Schiffrin, manager; Chattanooga, Tenn., yeaa ‘s 
Dunning, manager; Wabash, Ill., Sugmund 
Finder, manager; Topeka, Kans., F. J. Camp- 
bell, manager; Imperial Valley, Calif., H. G. 
Pink, manager; Jefferson, Mo., Simon Nove- 
leff, Juneau Park, Wis., E. P. 
Lomasney, manager; Rockaway, N. Y., B. H. 
Ledner, manager; Everett, Wash., Edward 
Weiner, manager; Bushwick, N. Y., John Gold- 
thorpe, 

In 


Manager ; 


manager. 

average net gain ordinary business, per 
month, per man, for the year to and including 
the week of July 3 the following ten districts 
led the country: Oak Park, Ill., Gabriel Dun- 
kleman, manager; Newport, R. I., T. F. Murphy, 
manager; Stuyvesant Heights, N. Y., H. C. 
Stieglitz, manager; Rockaway, N. Y., B. H. 
Ledner, manager; Bushwick, N. Y., John Gold- 
thorpe, manager; Belle Isle, Mich., J. A. Blake, 
manager; Ridgewood, N. Y., David Rudberg, 
manager ; Delmar, Mo., Norman Schiffrin, man- 
ager; Tower Grove, Mo., C. C. Dyer, manager; 
Greenwich, N. Y., A. H. Bruenn, manager. 

The ten leaders among agents and agents un- 
attached in ordinary placed business for the 
year to and including the week of July 10 were: 
C. L. Grinnell, agent, Newport, R. I.; J. W. R. 
Chasse, agent unattached, Waterville, Me.: A. 
J. DuBuc, agent unattached, Woonsocket, R. 
I.; Leon Knaster, agent unattached, Union Hill, 
N. J.: J. R. Claxon, agent unattached, Muncie, 
Ind.; Ellis Alexander, agent unattached, Coates- 
ville, Pa.; Philip Hochstadt, agent, West End, 
N. Y.; John Wach, agent, St. Clair, Mich.; 
G. T. Emmart, agent unattached, Greensboro, 
N. C.; W. A. Johnson, agent, Charlestown, W. 
Va. 

In industrial gross increase for the year to 
and including the week of July 24, the follow- 
ing were the ten leaders: Benjamin Silber, 
agent unattached, Bristol, Pa.; Michael Petrac- 
chione, Stuyvesant Heights, N. Y.; 
Philip Hochstadt, agent, West End, N. Y.; C 
C. Welden, agent, Magic City, Ala.; J. F. 
Purdy, agent, Tulsa, Okla.; F. X. Muench, 
agent, Buffalo, N. Y.; J. H. Davison, Jr., agent, 
Pontchartrain, La.; Henry Kalkstein, agent, 


agent, 


BY 
) = 


West End, N. Y.; Louis Frankel, agent, Eliza- 
beth, N. J.; J. H. Ayers, agent, Piedmont, Ga. 





MAINTAIN PLACES 


Only One Change in John Hancock 
Leaders for Six Months 


RACE CONTINUES A CLOSE ONE 


Adolph Goetze, Jersey City, Resigns and 
Debit Being Rearranged 

The end of the half year sees the leaders 
among the ranking assistants and agents with 
only one change, Agent Leighton displacing 
Agent Morgenstern as leader on weekly pre- 
mium increase. The race is a very close one— 
only a margin of less than a dollar separating 
the first four men. The following is the 
standing of the leaders as of June 30: 

Assistant superintendents: Weekly premium 
increase, Mr. Muller of Brooklyn; gross ordi- 
nary issues, Mr. Mitchell of New York; gross 
A. F. issues, Mr. Esposito of Philadelphia. 
Agents: Weekly premium increase, Mr. Leigh- 
ton of Brooklyn; gross ordinary issues, Mr. 
Langberg of New York; gross A. F. issues, 
Mr. Volpe of Philadelphia. Detached assist- 
Weekly premium increase, 


ant superintendents : 
3ritain; gross ordinary 


Mr. Knebel of New 
and A. F. issues, Mr. Tuohey of Passaic. 
Owing to the resignation of Adolph Goetze, 
long connected with the company in the 
metropolitan section of New York and for 
several years the successful superintendent of 
Jersey City, it has been decided to make a re- 
arrangement of the New Jersey debits along 
the Hudson River, and a portion of the present 





THE ART OF CANVASSING 


HOW TO SELL INSURANCE 
BY THE LATE WILLIAM MILLER 


Formerly superintendent of agencies of a large life insurance company 


This is one of the most instructive little works for canvas- 
sers in the life insurance field, and it has proved its worth 
by passing through nine large editions. 
eighth edition of this book has been issued by The Spectator 
Company, and its lessons are just as valuable to-day as when 
first penned. Thousands of agents throughout the country 
have learned their first steps in life insurance canvassing 
through the medium of this book, and what it has done for 


them it will do for others. 


The major portion of this book consists of suggestions as 
to the best methods of success in writing business; what 
occasions should be sought and what avoided for a presen- 
tation of the subject of insurance; what to do and how to 
do it; in short, how to get at a man and secure his application. 
The book is written in a plain, straightforward manner, 
free from technicalities, and is valuable alike to the raw 


recruit and the veteran. 


The Eighth Edition of THE ART OF CANVASSING is 
most handsomely printed and bound in red flexible binding, 
the size being convenient for the pocket. 


Prices: 

Single Copies - - - 
25 6é i 

50 ‘sc ee = = 

100 6 ee = 
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Hoboken district will be added to the West 
New York agency, to be known as the Hobo- 
ken agency—the name of the West New York 
agency being thereby eliminated. 

A portion of the present Jersey City agency 
will be added to the Bayonne agency, thus 
forming a better outlet for that district and 
the balance of the Hoboken and Jersey City 
agencies will be combined to form the new 
Jersey City agency. 

Superintendent Cook, who has achieved excel- 
lent results in Hoboken, will become superin- 
tendent at Jersey City agency, while Superin- 
tendent Seinfel, who has successfully admin- 
istered the small West New York agency, will 
be given increased opportunities for accom- 
plishment as superintendent of the Hoboken 
agency. Mr. Brahe, at the present time super- 
intendent of the Bayonne agency, will still be 
in control of that district. 

Robert Spencer, superintendent at Bridgeport, 
has made a remarkable increase in his weekly 
premium department. Within the last two 
months this agency jumped from seventieth to 
twenty-ninth place among all the company’s 
agencies. 

The following have been promoted from the 
agency ranks to’ assistants in the districts of 
their service: Albert D. Revoir, Meriden; 
William J. McDevitt, Chester; Andrew P. 
Cogan, Hyde Park; William F. Grof, Paw- 
tucket; William F. Tuggle, East St. Louis. 

Agent Frank E. Leary, who has been con- 
nected with the Waterbury agency for the past 
few years, was promoted to the position of 


Thursday 


assistant superintendent in the same agency 
July 12. 

Harry G. Specking of St. Louis No, I, who 
has successfully conducted an agency for some 
time back, was made an assistant Superintend. 
ent in the district of his service and took charge 
of his staff for the report July s. 

At the Chester, Penn., agency, Nicholas 
Kaplan was promoted to the position of assis. 
ant superintendent, succeeding John J, Dugan 
who resigned, but who will continue with the 
company in an agency position at the Philadd. 
phia No. 5 agency. 

The following promotions and transfers in 
the field forces have been announced: Arthur 
W. Swigart, from agent at Pittsburgh to as. 
sistant superintendent; Moses Demers, from 
agent at Holyoke to assistant superintendent at 
Webster, Mass.; James R. Silver, from agent 
at Detroit to assistant superintendent at Cleve. 
land; Assistant Superintendent Joseph Pp 
Gaynor, from Chester to Philadelphia; Watte 
Peterson, from agent to assistant-at-large at 
Chicago; Charles Pennington, from agent to 
application inspector at Detroit; James P. 
Garrity, from cashier at New Britain to same 
position at Waterbury; William J. Hughes, 
from clerk at Ansonia to cashier at New 
Britain, Conn. 

—The Bankers Life Company added June to its 
list of new record business months for the year of 192, 
The total of new examined business for the month 
was $12,175,611 as compared with $12,038,000 in April, 
1921, which was the biggest new business month in the 
history of the company up to January 1, 1922. 
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A Thousand and One Hints 


TO AGENTS OF 


INDUSTRIAL LIFE INSURANCE COMPANIES 
By 
W. Meador 


This work, prepared by a manager of wide 
activities in the industrial field, shows through 
a series of conversational talks how an agent 
should start his canvass, keep up collections 
and overcome objections to a proposition for 
industrial life insurance. 


Price per copy, cloth bound, $1.00 


Special prices quoted on large quantities. 
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THE INDUSTRIAL LIFE AGENT'S KIT 


ee of Industrial Life Insurance Companies should aim to ‘ncrease 
their Efficiency 


By so doing they will also increase their 


Earning Power 


Increased Efficiency leading to Increased Earning Power attracts attention on 
the part of Home Office Officials and leads on to 


Promotion 


Do You Want to Become Efficient? 
Do You Wish to Increase Your Earning Power? 
Do You Not Aim Constantly for Promotion? 


you can assist in accomplishing all this by careful study of THE INDUSTRIAL 
LIFE AGENT’S KIT. The dictionary defines a Kit as an outfit of necessaries 
for a trade or occupation, or for some special purpose. THE INDUSTRIAL LIFE 
AGENT’S KIT is made up of books which are valuable aids to men engaged in 
this great business, and when carefully studied will bring 

GREATER EFFICIENCY 


INCREASED EARNING POWER 
STEADY PROMOTION 


The works named below have been selected with a view of giving the 
greatest amount of education on insurance matters at the lowest possible cost: 


CLUBS can conveniently be formed in offices to purchase one or more sets for the 
use of all the men, which practice has been pursued in many superintendencies with good 
results; or the books may be purchased individually. 


THE INDUSTRIAL LIFE AGENT?’S KIT 


TITLE oF WoRK PRICE 

Some. Plain Hints to Lite Insurarice Solettors: «6 occ.5 55 oe oes ewes tie weirceyis cinemas es ais $ .50 
Selections Gi beisks: bie Clas Ee SONEIIO <<. sre. co econo c-o dole dis Sorin we Sas Ceca eieseweks .50 
A Thousand and One Hints to Agents of Industrial Life Insurance Companies. . 10. Oe 
One CG SCE. Ee ee Anam mr er homerner ce cern. & 1.50 
PURSE NU NODE EER Me CLONER Eg ATIC FENN 955: dae si'er ohio sala! nla ca0e occ 6: of wieke’s sia eh weetare.s cla waren aeleteiaia asia 1.50 
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THE INDUSTRIAL LIFE AGENT needs all the above-named books. 
Form a Club to-day, sending an order for these books, remembering that 
KNOWLEDGE IS POWER 
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Advertise Yourself 

An advertising agent solicited business from 
a man who was opening a new store. The 
new store manager said, “I don’t intend to do 
any advertising. I’m going to draw customers 
into the store by having big special sales of a 
single article each week, and then when they 
come to buy this article we'll sell them other 
goods. Now what would you suggest that we 
name the big opening sale? 

“Well,” said the advertising man, “if you 
don’t intend to advertise your store, the best 
name for your first sale would be ‘Closing-Out 
Sale.’ ” 

It is a true saying that if you don’t adver- 


” 


tise your goods, the sheriff will. The best ad- 
vertising medium for the life insurance man is 
straight canvass. Use it constantly. See the 
people inert door, then go next door and keep 
going. Do you realize that every time you 
canvass a new prospect you advertise your 
company and yourself, in addition to increasing 
your production and compensation? 

There is no better way of advertising the 
fact that you are in the life insurance business 
than by seeing people. All large advertisers 
realize that to dispose of their goods they must 
keep them constantly before the public, never 
letting up, never permitting the public to forget 
their name, and always hammering into the 
public mind the superior quality of their goods. 
That is what straight canvassing does for the 
insurance agent. 

Are you canvassing next door? Are you 
spreading your debit and going into the side- 
streets and alleys? Insurance protection is just 
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as necessary in alleys as on asphalt streets. 
Don’t allow your competitor to swell his debit 
at your expense. If he advertises his goods 
by straight canvassing more than you do, his 
company will gain a wide reputation on the 
debit and he will reap a harvest that could and 
should have been yours. Your debit is as large 
and as rich as you make it. 

Use the great appreciation effort to adver- 
tise your business, your company and yourself. 

Straight canvass.nert door and leave an im- 
pression that will be a lasting advertisement.— 
Field News. =— 

Where to Look for Prospects 

The following suggestions are not new but 
may be of benefit to new men—in fact, may 
be a gentle reminder to some of the older men 
as to where to get a new prospect, says Points. 

The man who is already insured is a better 
prospect than the man who never carried pro- 
tection because he, the old policyholder, real- 
izes the value of life insurance; and in view 
of the ever increasing cost of living a larger 
line of If{fe insurance should be carried from 
year to year. 

The man whose neighbor has recently died 
without insurance, leaving a family unprovided 
for, ought to be a good prospect in that he 
has had the value of life insurance brought 
home to him. Likewise the man who has re- 
cently died leaving a goodly amount of in- 


surance protection, where there were no other 


assets, furnishes a good argument for insur- 
ance. 

Sometimes the beneficiaries of the man who 
left a large amount of life insurance are them- 


Thu 


selves good prospects, ard they can beg 
duced to follow the example of their relat 
or benefactor in taking out life insurance | 

The man who is a father and loves his of 
dren might be expected to take life jnsypaq 
in an adequate amount consistent with § 
means.—Virginia Weekly Industrial Standards 


Pep | 

Water must be heated to 212 degrees befgn 
it can generate enough steam to force the pis 
in the locomotive sufficiently to move the trag 
Two hundred degrees won’t do if 210 degrep 
won't do it. Only 220 degrees of vapor 
pull the trick. 

Now, there are multitudes of men who 
to move their life train with low temperatut 
half-hearted efforts. The enthusiasm whi 
moves the life train and does things won't f 
generated at a low temperature, an ordinag 
ambition by cheap-John efforts. } 

The enthusiasm which buoys us up, 
enthusiasm which accompanies mastership, 
not be generated in an idle brain, or by I 
hearted effort. It takes ginger, grit, pluck a 
pep to do the trick. And you can’t genera 
these qualities by a low temperature—Ng 


q 


Success. 


-Considerable interest is being manifested in h 
prize essay contest of the Metropolitan Life Insuram 
Company, which company is seeking essays on Wi 
cities should get rid of rats. L. A. Spivey, local ma 
ager, states that any child may enter the contest ¥ 
has not gone further than the ninth grade. - 
are to contain not less than 200 nor more than 0 


words. 
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RESULTS FOR 1921 


Gain in interest income over last five years 
Gain in income over last five years 

Gain in admitted assets over last five years 
Gain in Insurance in force over last five years 
Average gain over last five years.” 








The above figures are the results of the highest grade of service 
to policyholders and representatives. The latest is 


Claims Paid By Telegraph 


It is the last word in 


SERVICE 


T. F. BARRY, President, General Manager and Founder 
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LIFE INSURANCE PROGRESS, METHODS AND RESULTS 
(Continued from page 4) 
surance not only to an increasing extent but for increasing 


amounts. Earlier apprehensions regarding women as life in- 
surance risks, and particularly married women, have given way 
to a more satisfactory acceptance, largely for the reason stated 
and partly because of a better grasp of the problem of selection. 
Women today in a large number of cases have a perfectly 
yalid insurable interest in their own lives, while it is not at 
all rare to find women as managers and partners of large busi- 
ness enterprises in need of insurance protection. It would 
therefore seem to me that the future will call for women agents 
asa matter of necessity on the part of progressive life insur- 
ance companies not indifferent to the obvious facts of everyday 
experience. 
VI 
SocrAL INSURANCE 

A discussion of social insurance does not fall within the 
scope of the present address. I have on numerous other oc- 
casions brought forward the incontrovertible evidence that all 
forms of compulsory health insurance, as well as invalidity 
and old-age pension insurance, are contrary to public policy 
and opposed to the best interests of wage-earners and their 
dependents. The propaganda which has been made, and is 
being made, for compulsory insurance is the most insidious, a3 
it is the most un-American and unworthy effort on record to 
‘undermine our democratic institutions and the freedom of our 
people, to bring about a form of state socialism in which 
bureaucracy will be triumphant and in which imperialism will 
be replaced by governmental autocracy and misrule under 
another name. My investigations in England, in Germany, 
and elsewhere, prove conclusively that social insurance has failed 
fo realize the anticipations held out, in one form or another, 
that the burdens resulting therefrom have increased enormously, 
that poor-law expenditures have not been diminished, that the 
health progress of the people has not advanced correspond- 
ingly to the progress made in this country, while the pauper- 
tation of wage-earners has proceeded at a prodigious and 
alarming rate. Since all social insurance in its final analysis 
constitutes an element in the cost of production, it is obviously 
fo the interest of foreign countries to encourage a propaganda 


in the United States to bring about the adoption of a system 
which will likewise burden our manufacturers and our wage- 
earners to a similar extent. It is obviously to the direct and 
enormous interest of foreign countries to equalize the cost of 
production in international competition, and for this and other 
reasons I am of the deliberate opinion that the propaganda so 
insidiously fostered and so openly carried on in disregard of 
the facts of the situation is not American, is not honest, but 
inspired by foreign aims and motives which it would be the 
height of unwisdom on our part to disregard. 


War Risk INSURANCE 

It would also carry me too far to discuss on the present oc- 
casion the broader aspects of so-called war risk insurance. The 
term itself, in my judgment, was unfortunate in that there is a 
distinct menace implied in the use of the word “insurance” in 
connection with any and all matters more properly to be defined 
as forms of taxation. It is a misnomer to speak of “social” 
insurance when the contributions are assessed in a definite pro- 
portion upon different interests such as the employer, the em- 
ployee, and the State. That is not insurance or a voluntary 
contribution combined in a collective aggregate to yield results 
corresponding to the law of average, but taxation in its most 
obvious and readily understood form. There is no risk in- 
volved on the part of the State, nor is a risk assumed in the 
strict sense of the term, but a provision is made in accordance 
with statutory requirements, back of which rests the whole 
taxing power of the State. Where there is an abundance of evi- 
dence that the public mind is being seriously confused and 
misled in elementary principles of economics and business it 
would seem to be of the utmost importance that there should 
be a reversion to the earlier practice of limiting terms strictly 
to their pfoper usage and to oppose vague and confusing state- 
ments certain to prove an aid in any and every propaganda for 
socialism and needless enlargement of the sphere of the State. 
As a further illustration of this danger I may refer to the 
so-called Industrial Insurance Department of the State of 
Washington, which has nothing to do, as might naturally be 
assumed, with industrial insurance in the true sense of the term, 
but which administers the Workmen’s Compensation Law of 
the State and the medical provisions of the act as applied to 
injured workmen. 
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of the Leaders Club are entitled to bring their 


TO LAY CORNER STONE 


Illinois Life Making Preparations 
On Saturday, August 5, the Illinois Life In- 
surance Company, at 2 o’clock in the afternoon, 
will conduct ceremonies incident to the laying 
Of the cornerstone of the new home office 
building of the company at 1212 Lake Shore 
Drive, Chicago. A large number of invitations 
fo the event have been sent out by the officers 
and directors of the company. 
© Speakers for the occasion are: Gen. Charles 
G. Dawes, chairman of the board, Central Trust 
pany of Illinois; Eugene R. Pike, presi- 
t, Lincoln Park Board; Thomas J. Houston, 
Superintendent of Insurance for Illinois. 
The new building of the Illinois Life will be 
She of the most beautiful business offices in 


480 and is situated out of the business 
dist ‘ict. 


Southeastern Life Expanding 

In line with its expansion program and its 
intention to intensively cultivate the southern 
and southeastern States, the Southeastern Life 
Insurance Company of Greenville, S. C., has 
appointed L. C. Berry as general agent at 
Orlando, Fla. 

The annual convention of the Leaders Club 
of the Southeastern Life was held at Camp 
Chickasaw, the company’s camp in the Blue 
Ridge Mountains, during the week of July 3 to 
8. The week was spent in fishing, canoeing, 
swimming and mountain climbing. It is the 
opinion of the officers of the company that this 
period of recreation at the camp is much more 
beneficial to the men than a convention of the 
usual kind at a crowded summer resort from 
which the men return tired and worn-out. Those 


who qualify for membership in the Inner Circle 


25 


wives with them to the camp for the week. 
The new officers of the Leaders Club are: C. 
O. Milford, Greenville, president ; F. W. Willis, 
Florence, first vice-president; T. G. Poats, 
Spartanburg, second vice-president. At the con- 
vention Mr. Willis announced his intention to 
pay for at least one million dollars of new busi- 
ness during the club year. 


—It has been announced in Belzoni, Miss., that the 
firm of Moreland and Prickett, local agents, has been 
dissolved by mutual consent. The business of the firm 
will be wound up and its assets liquidated by Ben. C. 
Moreland, senior partner. 

—After active agitation by insurance underwriters 
of the city, Mayville, Wis., will install a motorized-fire 
department to consist of a triple-combination fire en- 
gine, a chemical and fire-hose engine, and an aerial- 
extension ladder truck, according to the city clerk, 
A. A. Lentz. 
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EARS of experience in Casualty Reinsurance, pre- 
ceded by years of experience in direct underwrit- 
ing, have enabled us to build a service which has 


all requirements for satisfactory results. 


It is sufficiently elastic to cover extraordinary 
needs; financed by ample funds, conservatively but 
profitably invested; and administered with a view 
to constructive growth of both the reinsured and our- 


selves. In a word, fair and safe. 


Inquiry is solicited 


Employers Indemnity 
Corporation 


E. G. TRIMBLE, President 


KANSAS CITY 














CHICAGO NEW YORK 


INSURANCE EXCHANGE 35 Nassau STREET 
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LAKE PLACID MEETING 





Tentative Program Announced by 
F. Robertson Jones 





SPEAKERS NOT YET GIVEN 





Annual Joint Sessions of International 

Association of Casualty and Surety 

Underwriters and National Asso= 
ciation of Casualty and 
Surety Agents 

A tentative outline of the program for the 
meetings of the International Association of 
Casualty and Surety Underwriters and the Na- 
tional Association of Casualty and Surety 
Agents at the Lake Placid Club has been pre- 
pared by F. Robertson Jones, secretary of the 
former organization. The program as given out 
does not include the speakers, a list of whom 
will be given out at a later date. Details re- 
garding rail and hotel accommodations will also 
be given out later. 

Mr. Jones advises that any suggestions rela- 
tive to entertainment features of the meeting 
should be sent to T. Spencer Welton, vice-presi- 
dent of the Fidelity and Deposit Company, 
Baltimore, who is chairman of the entertain- 
ment committee. 

The uncompleted program is as follows: 


MONDAY, SEPTEMBER 25 


Morning 
First business meeting of the International 





Rae SR ee 





: 





COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 





ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 























Association of Casualty and Surety Under- 
writers on Forest Octagon Porch. 

First business meeting of the National Asso- 
ciation of Casualty and Surety Agents in Lake- 
side Music Room. 


Afternoon 
Men’s golf tournament, open to the members 
of the two organizations; first round of thirty- 
six-hole competition at 2 o’clock. 
Progressive auction bridge acquaintance party 
for the ladies, 3:30 to 5:30 o'clock. 


Evening 
Club talk by Dr. Melvill Dewey. Motion 
pictures, Forest Music Room. Informal danc- 
ing, Lakeside Music Room. 


TUESDAY, SEPTEMBER 26 
Morning 
Final business meeting of the International 
Association of Casualty and Surety Under- 
writers. 
Final business meeting of the National As- 
sociation of Casualty and Surety Agents. 


Afternoon 

Men’s golf tournament, open to members of 
the two organizations. Second round 36-hole 
competition; 18-hole special handicap for play- 
ers with handicap of 18 or over; 18-hole medal 
play handicap; 18-hole kickers’ handicap. Blind 
hole competition. (In case of rain the tourna- 
ment will be held Wednesday afternoon). 

Golf putting contest for the ladies, 5 o’clock. 


Evening 
“Beefsteak” dinner at Lakeside. 


WEDNESDAY, SEPTEMBER 27 
Morning 

Joint meeting of the International Associa- 
tion of Casualty and Surety Underwriters and 
the National Association of Casualty and 
Surety Agents. 

Joint convention photograph (in front of 
Lakeside clubhouse). 


Afternoon 
Dr. and Mrs. Melvil Dewey and Mrs. E. M. 
Beale at home to convention delegates and 
guests, 4:30 to 5:30 o’clock at White Birches. 


Evening 
Informal dancing in the Lakeside Music 


Room. 


THURSDAY, SEPTEMBER 28 
Morning 
Hiking trip up Cobble, 8:30 to 9:00 o'clock. 
Boat trip around Lake Placid, 10 o'clock. 


Afternoon 
Motor trip via Cascade Lakes, Keene, Keene 
Valley and St. Hubert’s, returning via Jay, 
Wilmington, Wilmington Fiume and High 
Falls. 


—W. C. Gill of Jackson, Miss., has signed a con- 
tract with the Metropolitan Life, and has been sent 
to Clarksdale, Miss., where he will take charge of a 
large debit. 
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NEW GENERAL AGENCY 


Floyd N. Dull Heads Organization 
Bearing His Name 








REPRESENTS EAGLE INDEMNITY 





Will Begin Writing Business About 
August 15 

Announcement was made late last week that 
Floyd N. Dull had retired as manager of the 
compensation, liability and indemnity depart- 
ments of the New York branch office of the 
Travelers and Travelers Indemnity Company as 
of August 1 to become president of Floyd N. 
Dull, Inc., a new corporation which has been 
appointed general agent in the New York 
Metropolitan territory for the newly organized 
Eagle Indemnity Company. 





Fioyp N. Duty 


Although Mr. Dull has severed his connection 
with the Travelers he will not actually start 
writing business before August 15. Space has 
been secured for the new general agency in the 
Perrin Building which is being made ready for 
occupancy. According to its president, Floyd 
N. Dull, Inc., will write no direct business but 
rely on brokers. Mr. Dull, in explaining this 
course, said that it was the aim of the agency 
to afford real service to brokers and he has felt 
that this can be rendered only by putting the 
broker’s interest first. 

Mr. Dull has a wide acquaintance among 
casualty men and brokers and his appointment 
is certain to meet with the approval of the in- 
surance fraternity. 

Mr. Dull was called from Cleveland in 1914 
when the Travelers office in this city was re- 
organized and was made first assistant manager. 
He succeeded E. R. Harrington as manager of 
the compensation liability and indemnity de- 
partments when the latter retired because of ill 
health a few years ago. 


—E. C. Morey has been appointed general agent at 
Milwaukee for the American Credit Indemnity of New 
York, succeeding F. G. Osborne, who is associated with 
the Equitable Life of New York at Milwaukee. Mr. 
Morey has been connected with the American Credit 
Indemnity Company for four years, coming to Mil- 
waukee from Pittsburgh. 
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The Federal Reserve Life 


Insurance Company 


of Kansas City, Kansas, is writing One Million Dollars of 
business every month in Kansas. 


There is a reason for this, and a Mighty Good One! 





write today! 





Inexperienced men, who are hustlers, are doing as well 
as those who have had years of experience. If interested, 




















Federal Surety Company 


Home Office, Davenport, Iowa 


Began business July Ist, 1920 
Licensed by U. S. Government November 20th, 1920 


An Institution of Service 


Writing Fidelity and Surety Bonds, Accident and 
Health Insurance. Burglary, Larceny, Theft and 
Hold-up Insurance. General Liability and Ele- 
vator Insurance. Automobile Liability, Property 
Damage and Collision Insurance. 


Workmen’s Compensation 
We are well equipped to serve Agents of the Mis- 
sissippi Valley—Correspondence Solicited. 


OAKLEY H. BEYER 


Superintendent of Agents 


W. L. TAYLOR 
Vice-President and General Manager 
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**Life Insurance and 


—How To Sell It” 


ERE’S A BOOK “chock full” of the 

newest there is in life insurance salesman- 
ship—the actual methods; plans; suggestions; 
money making, sales-producing ideas of the 
most successful salesmen. As interesting as 
it is helpful. Not the theory of one man but 
the compilation of experiences of nearly a 
hundred star producers. They tell you how 
they do it. Get this book of good things. 





ABSORBING AND INTERESTING 
$1.00 postpaid 





The Insurance Field Co. 








Incorporated 
Box 617 Louisville, Ky. 
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FORM NEW COMPANY 


Northwestern Bond and Mortgage 
[Insurance Company 


TO WRITE BOND COVERAGE 


Company Will Issue Coverage Non-Pay= 
ment of Principal 

Muwavuxkee, Wis., August 1.—To insure 
against the non-payment of principal and in- 
terest of bonds and mortgages, is the purpose 
of the organization of the Northwestern Bond 
and Mortgage Insurance Company, Milwaukee, 
incorporated under the sanction of the securi- 
ties division of the railroad commission of Wis- 
consin, department of insurance. 

The company is the first of its kind. It will 
iste a list of approved bonds and mortgages, 
and will insure against the non-payment of 
principal and interest only of bonds on the 
company’s approved list. The company re- 
serves the right in a recall clause of its poli- 
cies to cancel insurance on bonds that it be- 
lieves to be slipping from its approved list. 

Statistics have been compiled from all bond 
and investment houses in the country, from 
Babson and other prominent authorities, in 
arriving at premium rates. 

Bruce Whitney, manager in Wisconsin for 
the Mutual Life of New York; J. S. Lawson, 
president of the United States Sugar Company ; 
H, E. Padway, First Wisconsin National Bank, 
bond and investment department head; A. G. 
Schmedeman, former American Minister to 
Norway; A. H. Wilkinson, United States in- 








SOUTHERN 
SURETY CO. 


Home Office, Des Moines, Iowa 





Semi-Annual Statement, 
December 31, 1921 


(Condensed from Statement to U.S. Treas. Dept.) 


Admitted Assets.. $6,007,996.00 
re 1,000,000.00 
554,375.00 


Surplus.......... 


Eleven Years of Steady Growth 
Prompt and Dependable Service 
to Both Patrons and Agents 





We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary and Automobile Insurance 


Let the Southern Serve You 


ternal revenue collector; O. E. Lademan, Mutual 
Life of New York, are included in the in- 
corporators. 


DAVID MEIKLEJOHN GETS POST 


Succeeds A. M. Murray as Compensation 
Department Head 
John S. Turn, secretary of the A*tna Life 
Insurance Company, has announced the appoint- 
ment of David Meiklejohn as acting manager 
of the compensation and liability department, 
succeeding A. M. Murray, whose resignation 
C. P. Hop- 
pin has been appointed assistant manager of 
the department. 
Mr. Meiklejohn has been 


was made public a few days ago. 


identified with 
compensation and liability business in New York 
city for over twenty years and has gained the 
well-deserved reputation of being one of the 
very best underwriters of this class of busi- 
ness. Mr. Hoppin has been identified with this 
class of business for practically the same period 
and for over fifteen years with the A‘tna Life 
Insurance Company’s branch in New York city. 
His exceptional ability as an underwriter of 
these lines has earned the confidence of both 
brokers and his office associates. 


National Surety’s Big Business 

In a letter sent out by President William B. 
Joyce, of the National Surety Company of New 
York, to the company’s agents he calls atten- 
tion to the fact that in the first four months of 
1922 the gross premiums written were more 
than seven million six hundred fifty-four thou- 
sand dollars, or at the rate of nearly two mil- 
lion dollars monthly. He advised his agents 
that the company sets a mark of two million 
dollars a month for this year as a minimum, 
and two and one-half million dollars every 
month for 1923. He says in part: 

It is clear that everyone in this great or- 
ganization must be inspired by the significance 
of such a demonstration of public confidence 
and approval of conduct! Never, in history, 
has any surety company been accorded such 
public favor, and yet with this enormous busi- 
ness there comes also a recognition of our grave 
responsibility as the standard bearcr of surety- 
ship! We must measure fully up to the stand- 
ard of public expectation in so great an in- 
stitution! We must render the very highest 
character of service worthy of a company so 


pre-eminently and conspicuously the possessor 
of such public favor. 

We must make constant demonstration of 
our appreciation by superior service, and by 
paying promptly all just claims. We must never 
boast or “brag” of our leadership and peerless 
prestige, but instead, follow our road, straight 
ahead, and try to win further laurels by hard 
and conscientious effort, for, even now, the full 
flood tide of public approval is not here. May 
it be many years before our maximum capacity 
to serve the public well is reached, even though 
the business world has bestowed great favors 
upon us! 

Vice-President John L. Mee recommends that 
agents make a special drive for safe deposit 
box insurance, mercantile safe, open stock poli- 
cies, paymaster, messenger and payroll, church 
burglary and county fair lines. 


Killed on Way to Work Claim Upheld 

Sart Lake City, Utan, August 1.—The 
case of Mrs. Mary Ann Parramore, whose 
husband, an employee of the Cudahy Packing 
Company of this city, was killed a year or two 
ago while on his way to work, is to be ap- 
pealed to the United States Supreme Court. 
Parramore was not even on the company’s 
premises at the time of the accident which 
ended in his death, nor had the hour for him 
to be at work arrived. The State Industrial 
Commission decided in favor of the widow on 
the ground that the road on which the man 
was on was the only thoroughfare by which 
he could reach the plant, and the award was 
upheld by the Supreme Court of the State. The 
case has aroused much interest and is regarded 
as an important one. 


Hearsay Evidence Barred 

Sart Laxe City, Uran, August 1.—In a 
case brought before it; an appeal by the em- 
ployer and insurance carrier against an award 
made by the State Industrial Commission, the 
Supreme Court of Utah, in reversing the deci- 
sion, contended that no award could be sus- 
tained on hearsay evidence only. The deceased 
workman had died as the result of an infection 
of the arm and the widow claimed that he had 
stated the trouble arose while he was at work. 


The Eagle Indemnity Company of New York has 
become a member of the National Bureau of Casualty 
and Surety Underwriters, making the membership six 
companies. 
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AMERICAN 
AUTOMOBILE 


Home Office, Pierce Building 
ST. LOUIS 


Chas. W. Disbrow, President 
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JUST PUBLISHED 


AGENTS AND BROKERS! ADD TO YOUR INCOME: 
LEARN OF NEW OPPORTUNITIES FROM THE BOOK 


SURETY BONDS 


By EDWARD C. LUNT 


A well known surety official and underwriter of long experience 


THE CHAPTER TITLES EMBRACE 


Preliminary and General Topics 


The Underwriting of Fidelity Risks from the Stand- 


point of the Principal 


Underwriting of Fidelity Bonds from the Stand-= 


point of the Obligee 
Special Classes of Fidelity Bonds 
Position Fidelity Bonds 
Special Fidelity Bond Topics 
Bankers’ Blanket Bonds 
Public Official Bonds—General Considerations 


Public Official Bonds—Certain Important Species 


of the Genus 


Judicial Bonds 

Contract Bonds 

Depository Bonds 

Fiduciary Bonds 

The Custody of Collateral Security 
Prohibition Bonds 

License and Permit Bonds 

Special Classes of Surety Bonds 
Automobile=Conversion Bonds 

A Diffident Word to Home Office Executives 
Suggestions to Agents 


TABULAR INDEX—FIRST AID TO AGENTS 


An appendix contains a Tabular Index which is described as “First Aid to Agents,”’ and which, with notes, occupies 12 pages. It lists about all the important kinds 
of bonds that commonly come up in the day's work, shows the classification of each, lists the page of the General Manual where it is treated and the section of 
this book where it is dealt with, and refers to notes giving general underwriting information about particular bonds. : 


Surety Bonds contains 370 pages of information which will be found of great service by surety underwriters, agents and brokers. 


Price per Copy, $2.50, delivered. Discounts in Quantities 


THE SPECTATOR COMPANY 
SELLING AGENTS 














1922 EDITION 


DISTRIBUTION BY STATES 


OF FIRE INSURANCE 
IN THE UNITED STATES 


Shows 1921 Net Premiums Received and Net Losses 
Incurred in 


EACH STATE and in CANADA 


in the following divisions 


Fire Insurance, Motor Vehicle Insurance, 
Tornado Insurance, Hail Insurance. 
Total Business (All Classes) 


The statistics relating to Fire Insurance and Total Business 
are subdivided according to classes of companies as follows: 
STOCK COMPANIES 
MUTUAL COMPANIES, 

LLOYDS and INTER=INSURERS 


Totals for 1921 and when possible for four previous years 
follow each division in each State’s record. 
There are also given two 


IMPORTANT RECAPITULATION TABLES, 
ONE COVERING BUSINESS OF 1921 


while the other summarizes the 


TRANSACTIONS OF 37 YEARS 


This valuable book of 330 pages is handsomely bound in leather, 
of a size to fit the pocket, and should find a place on the desk 
or in the grip of every managing underwriter and special agent. 


PRICE, $10. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 














— 


SOUND, SOLID AND SUCCESSFUL 


NEW HAMPSHIRE 
FIRE 
INSURANCE Co. 


(MANCHESTER, N. H.f, 
SY ¢ 








FIFTY-SECOND 
PROGRESSIVE ANNUAL STATEMENT 
January I, 1922 
CASH CAPITAL $ 2,000,000.00 
ASSETS 10,944,349.77 
LIABILITIES.Except Capital 5,909.144.09 
SURPLUS TO POLICYHOLDERS 5.039.205.68 
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Fire, Life and Accident Decisions 
By Harry B. Brapsury, of the New York Bar 

















———————— 
Fire Insurance 

Adjustment of loss; authority of adjuster 
to bind company in making adjustment. 
When an insurance adjuster is employed and 
firected by the insurer to adjust a loss in a 
particular case, and in the performance of that 
duty agrees With the insured on the sound value 
of the property destroyed, the monetary loss of 
the insured and the pecuniary liability of the 
ssurer, and also definitely and finally agrees 
with the insured on a compromise settlement of 
his claim at a certain sum being from the in- 
girer to the insured, and nothing further re- 
mains to be done by the insured, and nothing 
iutther is to be done on the part of the com- 
pany except to pay over the balance which has 
beet agreed upon, the adjustment is final and 
binding upon the insurer, unless fraud or mis- 
take has occurred. In such a case it is not 
necessary that the agreement shall be in writing 
or that it be indorsed on the policy. Any con- 
trary provision of the policy is waived in such 
acase if the authority of the adjuster to make 
the adjustment be first shown. Solomon v. 
Commonwealth Ins. Co., — Del. Super. 
- p17 Ath 126. 





Ct. 








Accident Insurance 

Accidental means; boil infested with 
erysipelas; when not an accident. 

The insured was a physician. The policy in- 
sired him against “loss or disability as herein 
defined, resulting directly, independently and 
exclusively of any and all other causes from 
bodily injuries effected solely through acci- 


dental means.’ In a separate paragraph it was 
provided that the insurance did not cover loss 
or disability in consequence of disease. The in- 
sured had a boil on the back of his neck at 
about the place where the collar button of the 
band of his shirt would touch the skin. The 
boil, in some way not shown, became infested 
with erysipelas germs, causing the death of the 
insured. It was shown that erysipelas was a 
disease. It was held that this was not an ac- 
cident within the meaning of the policy. Kim- 
ball v. Massachusetts Accident Co., — RI. 
———; 117 Atl. 228. 

In the last mentioned case the court dis- 
tinguished the case of Hood and Sons v. Mary- 
land Casualty Co., 206 Mass. 223; 92 N. E. 329; 
and followed the cases of Smith v. Travelers 
Ins. Co., 219 Mass. 147; 106 N. E. 607 and 
Maryland Casualty Co. v. Spitz, 246 Fed. 817. 








Life Insurance 

False statement as to prior medical treat- 
ment; if the statement is material the good 
faith of the applicant is of no importance; 
knowledge of agent as to false statement; 
effect on company. 

Where an applicant for life insurance stated 
that he had not been treated in a sanitarium 
prior to making the application and it appeared 
that this statement was false and he had been 
so treated for tuberculosis, it was held that 
evidence of the good faith of the insured in 
making the statement was not admissible. It 
was also contended that the agent of the insured 
knew of the former treatment in the sanitarium 


and that therefore this defense was waived. On 
this point the court said: “The insured 
deliberately certified that he had read the state- 
ments and answers recorded by the medical 
examiner, and that they were fully and cor- 
rectly stated. Conceding that these answers are 
false, the appellant endeavors to avoid the 
effect of the deception by showing that the com- 
pany’s agent knew and approved of it. The 
theory of that contention is that, while the 
misrepresentation was a _ deliberate fraud, 
nevertheless the company is estopped from re- 
lying upon it as a defense because its own 
agents joined with the insured to deceive and 
defraud the insurance company. That, how- 
ever, is not the law.” The court, therefore, 
found in favor of the company. Loving v. 
Mutual Life Ins. Co. of N. Y., Md. 
——; 117 Atl. 323. 








Insurable interest; a step-daughter may 
have an insurable interest in the life of her 
step-father. 

Where it is shown that a step-daughter stood 
in loco parentts to her step-father at the time 
two benefit certificates were transferred to 
her as beneficiary, it was held that she had 
such an insurable interest in her step-father’s 
life as entitled her to recover, even though 
she was married after the transfer of the cer- 
ticates to her and lived with her husband, but 
she and her step-father frequently exchanged 
visits and they had for each other the love and 
affection of parent and child. Young v. 
Whipple, Pa ; 117 Atl. 185. 








RUMOR FLATLY DENIED 
President West Makes Positive Statement 
that Glens Falls Will Not Be 
Purchased 

There was a report in New York on Tues- 
day that the Glens Falls Insurance Company of 
Glens Falls would be purchased by another 
large fire insurance company. THE SPECTATOR, 
therefore, telegraphed President E. W. West, 
of the Glens Falls, as follows: 

Rumor current on street that Glens Falls In- 
surance Company will be purchased by another 
large corporation. Will you kindly affirm or 
deny by wire ? : : 

To this message, President West telegraphed 
the following reply: 

Absolutely no truth in rumor that the Glens 
Falls will be purchased by another company. 

The Glens Falls has been in business for over 
‘wenty years, and on January 1, last, had over 
10,300,000 of assets, with a surplus as to 
policyholders of $3,776,360. Its premium in- 
‘ome last year was well over $6,000,000. 


North American Accident Extends Coverage 
The North American Accident Insurance 


Company of Chicago has extended coverage 
under j : — ; 

x its security policies to include the fol- 
owing occupations: Miners, or mine laborers; 


stevedores, longshoremen, lumbermen in woods, 


structural iron workers, railway brakemen, 
switchmen, engineers and firemen, city fire de- 
partment employees (excepting marshal, cap- 
tain, chief or assistant, lieutenant or superin- 
tendent). 

The maximum liability assumed on such risks 
is limited to $65 monthly indemnity. Under- 
writing experience on these extra hazardous 
risks has demonstrated the necessity of making 


changes. 


American Life and Accident Licensed 

The American Life and Accident Insurance 
Company of Jackson, Tenn., has been licensed 
to begin business, and will write weekly pay- 
ment health and accident insurance. The com- 
pany sold $50,000 of stock for $62,500, with 
an expense rate of under 3% per cent. Its offi- 
President, T. I. Taylor; vice-presi- 
N. Mynatt; 
Oliver 


cers are: 
dent and general manager, W. 
secretary, J. E. Mercer; treasurer, 
Benton. 


Hampton Roads Appoints Specials 
Frank W. Jones and Herman A. Jones have 
been appointed special agents for Virginia by 
the Hampton Roads Fire and Marine of Nor- 
folk. Both have been in the insurance business 
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for a number of years and have a large ac- 
quaintance through the State. 

The Hampton Roads recently appointed 
Thomas B. Keavney of Baltimore as State 
agent for Maryland. 


A Graphic Report 

The Employers Mutual Liability of Wausau 
Wis., has gotten out a report to its members 
which is illustrated by graphical charts showing 
the premium income, assets, surplus and ratio 
of surplus to premiums for each of the last five 
years. This company reported assets of $1,- 
720,185 at the end of 1921, with a surplus of 
$691,741, including $100,000 guaranty fund. 


$11,000,000 Use and Occupancy 
Use and occupancy insurance aggregating 
$11,000,000 on Fleishmann Company yeast plants 
scattered throughout the country was placed in 
this city last week by New York brokers. 


Arthur W. Mills, of the R. H. M. Mills & 
Sons Insurance Agency, Citizens Bank Building, 
with his family, has just returned from an ex- 
tensive automobile tour of points in Tennessee 
and Mississippi, and stated that he never saw 
more beautiful prospects for a good cotton crop, 
but that corn is not so good over the section 
he visited. 
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Public Accountant 



















HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 


Actuarial 
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Actuarial 








PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 


LL, 


JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 


ROOM 1303, 165 Broadway, New York City 


Expert Advice on Domestic, Tropical 
Semi-Tropical rinses” om 


Cable Address: Gertract, New York * 





























Prominent Agents and Brokers 


















LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 


American Eagle Auto- National Union New Amsterdam 
mobile-Hartford National-Hartford Casualty Co. 
American Equitable Philadelphia Under- Indemnity Company 


British-Amer. As- writers of America 
surance Stuyvesant Automobile Insurance 
Fidelity-Phenix 


Insurance Underwriters BROKERS’ LINES SOLICITED 















FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


Hume-Mansur Bldg. Indianapolis, Ind. 
Hubbell Building Des Moines, Iowa 








JULIAN C. HARVEY 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING’ ST. LOUIS, MO. 















J. L. MITCHELL 


Is prepared to successfully negotiate and finance the re- 
Insurance or consolidation of either Legal Reserve, Mutual 
Assessment or Fraternal Life Companies, Associations or 
Orders. A } 
Temporary money advanced on strictly private 
arrangements. . 

All communeations held personal and confidential. — 
Address J. L. MITCHELL, 604 Masonic Temple, Chicago, Ill. 

















JNO. A. COPELAND 


Consulting Actuary 


JAS. R. COTHRAN 


Associate 
322 HURT BLDG. ATLANTA, GA. 





















Actuarial 






















FACKLER AND FACKLER 
DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 


CONSULTING ACTUARIES 
35 Nassau Street New York 


WINFIELD W. GREENE 


CONSULTING ACTUARY 
and UNDERWRITER 
Specializing in Casualty Insurance 
and vVorkmen’s Compensation 


35 NASSAU STREET NEW YORK 
Telephone, Rector 8482 





T. C. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Books Formulated 





——— 





A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 
























MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bidg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 





FREDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 


402-404 Kraft Building Des Moines, Iowa 
Telephone Walnut 3761 

















A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, luc. 


“Life Insurance Service” 


10 So. La Salle St. Chicago, Ill. 








“20 Years’ Experience Backs Our Service” 








| 





GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


256 BROADWAY NEW YORK 





nasa er 





T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA, 








F, M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Acceuatants 
THE BOURSE PHILADELPHIA 








ABB LANDIS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Place, N. W. Independent Life Building 








SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 








MARCUS GUNN 


CONSULTING 
ACTUARY 


29 So. La Salle Street CHICAGO 
Telephone Randolph 3473 

















Insurance Examiners and Adjusters 





—— 












DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 





W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 


75 FULTON ST. 25 FRANKFORT ST. 
NEW YORK 
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NEW YORK COLLEGE AND UNIVERSITY 
GRADUATE, A. B. LLB. 

With Twenty Years’ Practical Experience in Insurance manage 
ment, underwriting, loss adjustment and investment departments 
of American and foreign insurance companies, desires to Md 
losses, procure capital, and handle fire, marine, life, casualty 
surety matters on per case or per diem basis. 


Address A. L. CAMERON Box 10, Care, The Spectator 
Cable Address: Lawbond—New York 
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Miscellaneous Insurance 








Insurance Examiners and-Adjusters 








re 
Tel. John 1114-5 
CASUALTY ADJUSTMENT BUREAU 
90 William Street New York City 
Thos. Galbo, Genl. Mgr. 

RELIABLE _— INVESTIGATIONS AND ADJUST- 
MENTS BY EXPERTS — QUICK SERVICE — OUR 
REPUTATION is based on past performances—We show 
results. Send for booklet of references. Liability, Com- 

nsation, Auto, Fire and Theft, Collision, Property 
jamage, Admiralty, Subrogations, Personal Accident, 
Burglary, Plate Glass. 

















Statisticians 








Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
of the highest type, because of thorough 
familiarity with Insurance Department 
and supervising boards’ requirements. 
Reinsurance and Cancellation schedules 
prepared promptly and accurately. Rates 
reasonable. Results most satisfactory. 


Phone: ASHLAND 7358 
153 Fifth Ave., New York City 











H. M. FROST GOES TO EUROPEAN 
Appointed Assistant Secretary of Rein- 

surance Company 

The appointment of Howard M. Frost as as- 
sistant secretary of the European General Re- 
insurance Company has been announced. Mr. 
Frost is a well-known fidelity and surety under- 
writer who has held responsible positions in a 
number of companies engaged in that line, 
among them the American Surety Company, 
the National Surety Company and the Royal 
Indemnity Company. He recently resigned as 
vice-president of the General Casualty and 
Surety Reinsurance Corporation. 

Mr. Frost will remain in New York City for 
the present in order to give assistance to Fester, 
Fothergill and Hartung, who are United States 
managers of the European General. He will 
give special attention to fidelity and surety 
underwriting. 

European General Reinsurance Company 
of London 

A fine semi-annual statement is put forth by 
the United States branch of the European Gen- 
eral Reinsurance Company, Ltd., of London, 
Eng. This “displays $8,834,004 of resources, 
with a surplus of $1,500,000 after setting up 
all required loss, unearned premium and other 
Teserves, and providing a voluntary contingent 
reserve of $537,143. These figures represent 
mereases of over $826,000 in assets and of 
$350,000 in surplus in the first six months of 
1922, The European General holds over $3,- 
600,000 of United States Government securi- 
tes, and large values in State, municipal, rail- 
toad and other bonds. Among its liabilities is 
al unearned premium reserve of $3,718,021, an 
merease of about $168,000 during the half year. 

Fester, Fothergill & Hartung of New York, 
the United States managers of the Eurapean 
General, merit congratulation upon the credit- 
able results of their operations during the last 
SIX months, 


SURETY BONDS 


A Book That Will Help Agents and 
Brokers to Add to Their Income 


MANY KINDS OF BONDS DESCRIBED 


Edward C. Lunt Tells of Need for Surety 
Bonds and Underwriting Principles 
Upon Which They Are Written 
Edward C. Lunt, vice-president of the Fidelity 
and Casualty Company, and a_ well-known 
surety underwriter of long 
written a book entitled Surety Bonds, which will 
undoubtedly be in great demand among com- 
This book 
has been published and is now ready for delivery 
Surety bonds of 


experience, has 


pany managers, agents and brokers. 


by The Spectator Company. 
one character or 
many circumstances, and to provide against 
such 
few insurance agents who do not have frequent 
opportunities to add to their commission income 
by providing such bonds, if the agent is awake 
to the possibilties for business. 

In the book, Surety Bonds, which embraces 
370 pages, many of the situations which arise 
in connection with business or court procedure, 


another are required in so 


numerous contingencies, that there are 


in which bonds are required, are explained and 
the contingencies to be covered and the facts 
which might have a favorable or an adverse in- 
fluence from the underwriting viewpoint are 
dealt with at considerable length. 

This new book is not only informative, but 
is interesting as well, and is replete with stories 
of actual cases which give point to the reasons 
for considering some risks desirable and others 
unacceptable to the underwriter. 

In writing this valuable and useful book, 
Mr. Lunt has endeavored to cover all classes 
of bonds that are frequently called for, and 
some additional that present special 
points of interest or difficulty. His general 
method is to show, first, what purpose the bond 
serves in the business, legal or political world, 


kinds 


and, second, in more or less detail, according 
to the importance of the subject, what con- 
siderations and principles control the under- 
writing of the particular class of bonds. 

A study of this book will give an insurance 
agent a good working knowledge of this general 
class of corporate indemnification, and will thus 
prepare him to grasp the opportunities for the 
writing of bonds as they arise in his vicinity. 

The scope of this valuable work is indicated 
by the chapter titles presented below: 


CHAPTER TITLES 
I. Preliminary and General 

II. The Underwriting of Fidelity Risks from 

the Standpoint of the Principal. 

III. Underwriting of Fidelity Bonds 

the Standpoint of the Obligee. 

IV. Special Classes of Fidelity Bonds. 

’, Position Fidelity Bonds. 

VI. Special Fidelity Bond Topics. 
VII. Bankers’ Blanket Bonds. 
VIIT. Public-Official Bonds—General 

tions. 

IX. Public-Official 

Species of the Genus. 

X. Judicial Bonds. 

XI. Contract Bonds. 

XII. Depository Bonds. 
XIII. 


Topics. 


from 


Considera- 


3onds—Certain Important 


Fiduciary Bonds. 
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XIV. The Custody of Collateral Security. 
XV. Prohibition Bonds. 


XVI. License and Permit Bonds. 
XVII. Special Classes of Surety Bonds. 
XVIII. Automobile-Conversion Bonds. 
XIX. A Diffident Word to Home-Office Execu- 


tives. 
XX. Suggestions to Agents. 

A Tabular Index presented in an appendix is 
described as “First Aid to Agents,” and oc- 
cupies, with notes, about twelve pages. This 
index lists about all the important kinds of 
bonds that commonly come up in the day’s 
work, and provides at least a starting-point in 
one’s quest for information. It shows, in addi- 
tion to the name of the bond, the particular 
division of suretyship to which it belongs, 
where it is treated in the General Manual, and 
the section number under which it is treated 
in the book itself. In addition, notes are given 
which convey to the reader general underwrit- 
ing information about any given kind of bond. 

Surety Bonds sells at $2.50 per copy delivered ; 
discounts will be quoted on quantity orders. 
The Spectator Company are selling agents for 
this new book. 





PERSONAL ITEMS 





Elder A. Porter, until recently actuary of the 
State of Indiana, has just been appointed actu- 
ary of the Indianapolis Life Insurance Com- 
pany. Mr. Porter has been engaged in actuarial 
work ever since he was graduated from the 
University of Michigan, where he made an ex- 
haustive study of this science. Entering the 
World War Mr. Porter proved of great use to 
the Government in the War Risk Insurance 
3ureau. Upon his discharge Mr. Porter be- 
came actuary of the Indianapolis Life, but after 
two years of service he accepted the position 
of actuary of the State of Indiana. 


Jefferson Hosea is a special agent of the 
Home Fire Insurance Company, Little Rock, 
Ark., and is also the oracle of the Southwest. 
Mr. Hosea is possessed of a remarkably re- 
tentive memory stored with a great variety of 
facts and figures available for instant use at 
all times. He has been and still is a voracious 
reader both of classical and contemporary litera- 
ture and is a veritable encyclopedia upon cur- 
rent historical and political subjects. These 
attributes, together with a breezy personality 
have led people all through the Southwest to 
seek his opinion on all sorts of questions and 
he is constantly being called upon to settle dis- 
putes. His word is final, no one having a suffi- 
cient knowledge to dispute his facts or logic. 


Miss Flora Lilienthal has resigned as assist- 
ant librarian of the Boston Insurance Library. 
Miss Lilienthal has been in the service of the 
library for nearly eight years, and leaves to 
take up other work. Her successor is Miss 
Abbie G. Glover, a Simmons graduate, previ- 
ously active in the work of the Women’s Educa- 
tional and Industrial Union of Boston. 


J. B. Wood, veteran life insurance salesman, 
organizer and agency manager of Atlanta, Ga., 
has been appointed regional sales manager of 
its eastern district by the Bankers Life Com- 
pany of Des Moines. 


James V. Yarnall, who has been insurance 
editor of the New York Commercial, has ten- 
dered his resignation, effective August I9, to 
enable him to accept the position of Philadelphia 
representative of the New York Journal of 
Commerce. 
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WE WANT AGENTS 


to push our five-point-nine policies. 
Excellent Iowa territory and liberal 
contracts for men of good reputation. 


e “THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY CO. 


A. L. HART, Agency Manager 


Home Office—Register Tribune Bldg.—Des Moines, lowa 





Three Essentials of Salesmanship 
By E. M. Freudenberger 


A leaflet which points out how salesmanship may be assisted 
by giving attention to the three features which are accentuated 


in this 
“KEY TO PRODUCTION’? 


PRICES: 
‘ Single copy, 15 cents 
BO! COMIC R650 15.5 5c 5c os $2.50 1,000 copies.......... $25.00 
Oe GB. occ nse cee 4.00 5,000 copies....1 11°" 100.00 
500 copies............ 15.00 10,000 copies........°° 180.00 


THE SPECTATOR COMPANY 


CuicaGco OFFICE 1385 W. 
Insurance Exchange EW Youu" 
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be hed CE N | X ASSURANCE COMPANY 
LIMITED, OF LONDON 
(ESTABLISHED 1782) 
AUTOMOBILE—USE AND OCCUPANCY—TORNADO—SPRINKLER 
LEAKAGE—EXPLOSION AND RIOT, AND CIVIL COMMOTION 


HEAD OFFICE FOR THE UNITED STATES 
100 WILLIAM STREET, NEW YORK CITY 
PERCIVAL BERESFORD, Manager 
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CALEDONIAN INSURANCE COMPANY 
OF SCOTLAND 
Founded 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 
U. S. Head Office: 
CALEDONIAN BUILDING 50-52 Pine Street, N. Y. City 


CHAS. H. POST, U. S. Manager 
R. C. CHRISTOPHER, Assistant U. S. Manager 
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AGENTS WANTED 


To sell an unrestricted Accident and Health policy ene 
$9.00 quarterly. Covers every disease and every wait 
Liberal commission paid to live producers, . 


CENTRAL BUSINESS MEN’S ASSOCIATION 


H. G. ROYER, Pres. 


Westminster Bldg, 
C. O. PAULEY, Sec’y. & Treas. 


CHICAGO, ILL, 








Clarence J. Daly, President 





EXCELLENT OPPORTUNITY 


for Reliable, Energetic men to represent us in the states of 
Illinois and M 
policies. 


issouri with direct Home Office contracts. Liberal 


CAPITOL LIFE INSURANCE COMPANY 
OF COLORADO 
DENVER, COLORADO 





rT 


GREAT REPUBLIC LIFE INSURANCE COMPANY 


Los Angeles, California 


CAPITAL, $500,000 FULLY PAID 


GREAT OPPORTUNITY 
FOR LIVE MEN 
H. S. Bridgewater, 1951-52 Railway Exchange Bldg., St. 
Louis, Mo., Manager Missouri and Kansas. 


J. R. Railey, 401 Dallas County State Bank Bldg., Dallas, 
Texas, Manager Texas, Oklahoma and New Mexico. 


W. H. Savage, Vice-President and Agency Director. 























Equitable Life Insurance Company 
of the District of Columbia 
ORDINARY AND INDUSTRIAL 


Established in the District of Columbia, West Virginia, Ohio and 
Delaware 


President : F : é i ‘ A - HENRY P. BLAIR 
Vice President ‘ - JOSEPH SANDERS 
. WILLIAM A. BENNETT 
. : ALLEN C. CLARK 

. GILBERT A. CLARK 


WASHINGTON, D. ¢, 


2nd Vice President (Agency Supervisor) i 
Secretary ; : 2 “ s = 
Actuary : - . 


Main Office, 816 14th Street, N. W., 

















THE MUTUAL LIFE OF ILLINOIS 


HOME OFFICE: 
SPRINGFIELD, ILL. 


An ‘*‘Old Line’’ Legal Reserve Company 
issuing all the standard forms 
of policies. 


Good territory in Illinois still open. Will 
be pleased to hear from anyone interested. 


— 


























YOUR CHANCE 


To become Supervisor in Connecticut for a 
young life insurance company; one of the 
kind where personality and hard work will 
receive a visible reward. 


Address P. L. care of THE SPECTATOR, Box 1117, 
New York City. 


Home Office: 91-98 Walton Street, Atlanta, Ga. 


JOHN H. McEACHERN, President 











Industrial Life and Health 
Insurance Company 


Insures men, women and children against loss by 








sickness, accident, death, all under one ed 
Premiums 5 cents to 50 cents per week. 


R. H. DOBBS, Ist Vice-President 
S. C. McEACHERN, 2nd Vice-President 
I. M. SHEFFIELD, Secretary 
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OVER HALF A CENTURY OF INSURANCE SERVICE 





IMPORTANT LIFE INSURANCE PUBLICATIONS OF 


THE SPECTATOR COMPANY 


Standard Insurance Publishers 


THE SPECTATOR 


‘An American Weekly Review of Insurance—Subscription, $4.00 Per Year 


THE INSURANCE YEAR BOOK 
LIFE, CASUALTY AND MISCELLANEOUS VOLUME, $15; FIRE AND MARINE VOLUME, $15; THE SET, $25 








ABC of Life Insurance $2.00; Life Insurance and How to Write It $2.50 
Actuarial Theory 10.60 Life Insurance Policyholders Pocket Index 15 
American-Canadian Mortality Investigation 20.00| Life Insurance Salesmanship 1.50 
Art of Canvassing, The 2.00| Monthly Income Policy 50 
Art of Insurance Salesmanship, The 2.00 Multiplying Your Income 1.50 
O11: ~q| Notes on Life Insurance 4.00 
Art of Selling, The 1.50 Objections sal , 

k fs pjections and Answers 1.50 
Business Insurance _ 1.50) pa, Reasons 1.50 
Compendium of Official Life Insurance Reports 5.00) i: Hints to Life Fnsusence Seliciters 50 
Cost of Insurance 10.00! Pocket Register of Life Associations 15 
Efficiency 1.25] Practical Lessons in Actuarial Science (Two vol- 
Graphic Selling Charts for Life Agents (In Press) 10. 00 umes), $6 each; ordered together 10.00 
Handy Guide to Premium Rates, Applications and | Practical Pointers 2.00 

Policies 4.00| Principles and Practice of Life Insurance 20.00 
How to Sell Insurance 2.00| Prosperous Agent, The 1.50 
Illinois Standard Tables (3 vols.) 60.00) Psychology of a Sale 1.25 
Income Insurance .50| System and Accounting for a Life Insurance Co. 25.00 
Insurance Science and Economics 3.00| Talks with Life Insurance Agents 1.50 
Institute of Actuaries Text Book (2 vols.) 15.00; One Thousand and One Hints to Agents of 
Life Agents Brief 2.00; Industrial Cos. 1.00 
Life Assurance Primer S. 00 | What Life Insurance Is and What It Does 1.50 


.50| Why and How Business Insurance Benefits Its Users .25 
Sole Agents for all Works handled by CHARLES & EDWIN LAYTON, London, England 


Send ten cents in stamps for new complete catalogue of Insurance Publications, with descriptive circular of books listed above 


Life Insurance Catechism 








HANDY GUIDE TO 
RATES, APPLICATIONS AND POLICIES 


of American Life Companies 


ILLINOIS STANDARD 
TABLES 


By FACKLER & FACKLER 


WHEN IT IS PUBLISHED BY 
THE SPECTATOR COMPANY 


Flexibl er, plain 4.00 

Vol. I. Net Premiums and Terminal With Thame eral re 
Reserves. IT IS Three Supplements (to sub- 

Vol. Il. Mean Reserves. scribers) 1.00 


Vol. III. Cost of Insurance. 
PRICES 


Single Volume $25.00 
Set of Three Volumes $60.00 


THE STANDARD WORK 
ON THE SUBJECT 


LIFE AGENTS BRIEF 
Premiums; Policy Provisions; Divi-= 
dends; Net Cost; Surrender Values. 
In Flexible Cover $2.00 
































Write for list of up-to-date important life insurance leaflets; nearly a hundred to suit various requirements 


THE SPECTATOR COMPANY 


CHICAGO 


NEW YORK 























The Provident Life and Trust Company 


of Philadelphia 


Provident Endowments protect against the 
Economic Loss caused by the Termination of an 
insured’s Producing Power through Death or old 
Age. The new Disability Clause adds protection 
when the Producing Power is terminated prematurely 
through Total and Permanent Disability. 

Endowments in the Provident mature on the 
average approximately at 65. Between 25 and 65 
the expectation is that one person will be totally and 
permanently disabled for every six persons who will 
die. 

When the Disability is Total, 90 days’ continuance 
establishes presumption of permanence. Without 
affecting other policy benefits, premiums are Waived 
and a Disability Income commences which (the Dis- 
ability remaining permanent) continues for life 
and does not cease when the Endowment Matures. 
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THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


WHAT IS SERVICE? 


The progress of this Company for more than 
seventy-five years has been accomplished on the basis 
of true mutuality and the broad principle of the most 
complete and perfect life insurance protection possible, 


Through the medium of individual service of 
high character, ‘‘Public Demand”’ has been interpreted 
as the fulfillment of individual needs. 


Connecticut Mutua] life insurance protection is 
complete and satisfactory; specifically adapted to 
particular needs. 

















Great Southern Life Insurance Co. 


Dallas=Houston 


Assets Over $10,000,000.00 
Insurance in Force Over $100,000,000.00 


Offers Liberal Contracts to Reliable 
Agents in Texas, Oklahoma, Missouri, 
Kansas, Arkansas, Louisiana, New Mexico 
and Mississippi. 


Policies up to date 


Write: 
F. W. Griffin, E. P. Greenwood, 
Supt. of Agencies, or President, 


Houston, Texas. Dallas, Texas. 


GENERAL INSURANCE OFFICES 


WILL IN 1922 
PROVIDE THEIR CLIENTS WITH 
LIFE, FIRE AND CASUALTY INSURANCE 


There is no reason why the life insurance department of a 
general insurance office should not be very profitable. One 
capable man at the head of the life department can earn as 
much the first year as any other department in the office and 
will earn an increasing revenue each year thereafter. All 
~~ offices that have life departments are pleased with 
resuits. 


_ This is a strong, conservative, clean Company that is suf- 
ficiently progressive to fit into the life department of a gen- 
eral insurance office. In 1922 this Company will make a 
specialty of broadening its service to this extent. We solicit 
correspondence with insurance agencies now writing fire, 
or fire and casualty insurance. 


INTER-SOUTHERN LIFE INSURANCE COMPANY 
LOUISVILLE KENTUCKY 























FIDELITY LEAD SERVICE 


brings the agent into contact with interested buyers 
of life insurance. Last year we distributed 47,604 
direct leads—all interested prospects who had re- 
quested information. In 1921 this service, and 
Fidelity’s original policy contracts, brought us 
within 714% of the unparalleled new business result 
of 1920. 

Fidelity operates in 40 states. Full level net pre- 
mium reserve basis. Insurance in force over $223,- 
000,000. Faithfully serving insurers since 1878. 


A few agency openings for the right men. 
THE 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 


WALTER LeMAR TALBOT, President. 











A Wider Field—An Increased Opportunity 


Our Agents can sell policies on the annual premium 
plan, up to $3,000, to young men and young women 
as young as age 2—Protective insurance and Educa- 
tional and Business Start Endowment insurance. 
This extension of the age limit for Ordinary insurance 
down to age 2 helps our Agents considerably. We 
issue Participating and Non Participating policies. 
As regards adults, we write contracts with Double 
Indemnity provisions covering any kind of fatal acci- 
dent, or with Double Indemnity provisions covering 
fatal travel accident only, as may be desired. We 
issue policies with Waiver of Premium and Disability 
Annuity or Instalment Payment features. We insure 
males and females at the same rates. 


OLD COLONY LIFE INSURANCE COMPANY 
CHICAGO, ILL: a 
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S YOUR 
SERVICE 
JEWELS 


As the worth of the diamond so is the value of Lincoln 
Life acceptance to those who hold a Lincoln Life con- 


tract. 


It conserves the jewels represented by large policies 
that might have been lost ifgthe Lincoln Life did not 
accept the risk on persons with physical impairments 
and engaged in hazardous occupation. 


You are equipped to write all the business when you— 


(CaNK uP (ware THe () LINCOLN) 


The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character’ 
FORT WAYNE, INDIANA 


Now More Than $210,000,000 in Force 














Lincoln Life Building 


Jefferson Standard 
Life Insurance Co. 


HOME OFFICE: 
GREENSBORO, NORTH CAROLINA 








Insurance in Force—Over $165,000,000.00 








Large Strong Progressive 





ATTRACTIVE POLICY CONTRACTS 
FINE TERRITORY 




















American 
National Insurance Company 
OF GALVESTON, TEXAS 


W. L, MOODY, JR., President SHEARN MOODY, Vice President 
W. J. SHAW, Secretary 


FINANCIAL STATEMENT 


DECEMBER 31, 1921 
ADMITTED ASSETS 


MND TERROR COPS EEN os 5.0 sa: ue ¢ 0%! bio-6 Slew oie Slelere SAS Ree el ee we we $896,517.61 
Dae Ons CHASER EAE a. c's: s'o 5 boca aieiree vielecelaeeletasiaces 4,108,612.42 
OMMIPCMN MAME. Oc ore n/a alsin.c oe ARE EERE EET aA Sa REA 1,000.00 


1,198,944.47 


Loans Made to Policyholders (on this company’s Policies)..... 
3,536,822.42 


EM es oc Tl cg wisi are ciara ate Ve Nea Meg Aen eae eee eee 
RUBMNLRE ES ATAIES oi, orc at cloves ciecoiniarcins ee eisTe Core Ca ciel elaiora Migieesee 
IRON CE EIOUNMIE ro oc. ucla end dace nera eke ewe 


RAE Pile Ati A CCRUIRE «oc «oxic alain istaccicecc evie weed edieiw as 
Deferred and Uncollected Premiums. ............2seeeeeeees 221,999.36 
(Less Loading) 
MERE BSOEME Nort gee clara sith eo Go: a arc)o eerie aw tislsig AGIA/O WES 493.95 
MENS CARER ooo ae cd AEM ORE ARREARS RASC $11,672,936.92 


LIABILITIES 


Net Reserve, American Experience. .....sccsccscccccccccece 
(3 and 34% Per Cent) 


$9,261,807.63 


ppecial and Contingent ROSenvesic. 6... 6:6:s/¢:si61s0 v1e:s:.0:4:0 5:6 ei0.0ie'0's 204,251.00 
Reserves for Death Losses in Process of Adjustment or Adjusted 
REIMAN sy 5412 sr aloe sca o:a\eajora sie ereis ele eres stale sawing Wale ee® 105,608.25 
MRRP Rate, coy nits iat noni waters eat aa we meictard ere 129,129.51 
PICO LYE tab ICleS 2 o55/ciersiare arescreig. ole oie eri ote oieKel ele eee wunecslelels 158,244.72 
RMB OCR oo oc acicesnerhacnvnnacueoaeeseus $500,000.00 
PRMCTP NINO 5 20. o-s vais she carSelensieas eaee nieuwe ws 243,252.00 
TTL ER EA RAEI S SOP ee tererel ewe Ark eI 1,070,643.81 
SMS tO POLO GUOIGAEN G's: <'s 5:0: ccae eaniie- ss coineleweoedaseaues 1,813,895.81 
OPAL Eb Ae Bie By os icaieis,nyaindinlecnne Maseiasasieeeewac $11,672,936.92 


ORDINARY AND INDUSTRIAL LIFE INSURANCE IN FORCE 
$157,699, 773.00 


Operates In Nineteen States and the Republic of Cuba 
“ANCHOR TO THE ANICO” 











AMERICAN 
SURETY 
COMPANY 

of NEW YORK 


mores 100 BROADWAY 


Fidelity and Surety Bonds Burglary Insurance 
Check Forgery and Alteration Insurance 








Company’s Home 




















A VALUABLE NEW BOOK 


MARINE INSURANCE 
By Solomon S. Huebner, 


Professor of Insurance and Commerce, Univer= 
sity of Pennsylvania. 


This clearly written and comprehensive work 
treats of 
PRINCIPLES AND PRACTICES IN MARINE 
INSURANCE AND ITS FUNCTIONS; TYPES 
OF UNDERWRITERS AND POLICIES; AN- 
ALYSIS OF CONTRACTS AND PERILS 
COVERED; AVERAGE; LOSSES: 
CARGO AND FREIGHT INSUR= 
ANCE, ETC.—WITH FORMS 


PRICE, $3.00 
THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCF EXCH *NGE NEW YORK 

















THE SPECTATOR Th 











Incorporated 1882 


JOHN C. MAGINNIS, President — 
J. BARRY MAHOOL, Vice-President 


THE EUREKA LIFE INSURANCE COMPANY 


BALTIMORE, MARYLAND 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 


JOSH. N. WARFIELD, Jr., Sec’y & Treas 
J. HOWARD IGLEHART, Medical Director 


HOME LIFE INSURANCE COMPANY / 


New York 
“WM. A. MARSHALL, President 


The 62nd Annual Report Shows: 

Premiums received during the year 1921 

Payments to Policyholders and their beneficiaries in Death 
Claims, Endowments, Dividends, 

Amount Added to the Insurance Reserve Funds. . 

Net Interest Income from Investment 
($642,638 in excess of the amount required to maintain the 


$6,990,547 


reserve) 
Actual mortality experience 53.44% of the amount expected. 
Insurance in Force. 
Admitted Assets 
FOR AGENCY APPLY TO 
GEORGE W. MURRAY, Superintendent of Agents 5 
250 BROADWAY NEW YORK 














C. A. CRAIG, President 
W. R. WILLS, Vice-President 


OF NASHVILLE, TENN. 


$150,000.00 


N. H. WHITE, 8rd Vice-President 
E. B. CRAIG, 4th Vice-President 
T. J. TYNE, 2nd Vice-President C. R. CLEMENTS, Secretary and Treas. 


The National Life and Accident Insurance Co. 


Combination Policy of Industrial Insurance Covering 
Sickness, Accident and Death 


Deposited with Treasurer of Tennessee 


KANSAS’ GREATEST LIFE INSURANCE 
COMPANY 


Invites Inspection—Inquiry of Integrity 


The Farmers & Bankers Life 
Insurance Company 


Home Offices Wichita, Kansas : 








Admitted Assets, Jan. 1, 1922 
$3,207,539.00 


INSURANCECO. 
Northern Life Building 
SEATTLE, U.S.A. 


HOME OFFICE, SEATTLE, U.S.A. 
Reliable Representatives Wanted 


D. B. MORGAN 
President 








COMBINATION 
ONTRACTS 


63 ww” 
LIFE 
HEALTH 
ACCIDENT 


QNE OLICY 
N REMIUM 
—PAYS— 
DOUBLE DEATH 
BY ACCIDENT 


Loss of Hands, Feet, 
yes 
Permanent Disability 


Benefits 
Menthly Indemnities 


Sickness or Accident 





INSURANCE AGENTS 


Policy and Prestige are the two most powerful factors in the successful selling of Life Ing 
Both operate to the advants age of Great-West L ife Agents. Our Policies are easy to cli 
in terms, but soundly based. The Company’s record is one of unequalled progress, parallelel 


by efficient and economical operation. ‘ 
We have a first class proposition for first class agents. If interested address enquiries to 


THE GREAT-WEST LIFE ASSURANCE COMPANY © 
Head Office—Winnipeg. 4 
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YOUNG MAN: 


Will Grow Together. 
E. C. HINDS, President 





, **Keep Southern Sie: at t Home”? 


If you are already successful but looking for 
larger opportunities, Investigate the Field, Policy Contracts, 
and Commissions of ‘‘The Best Company In Dixie” and We 


(ton on States 


LIFE INSURANCE CO-memis. 


WANTED 


Producers who desire the best monthly premium Health and Accident 
Policies on the market. Excellent contracts. First-class Company. Now 
Experiments, chance for promotion. 4 
FEDERAL CASUALTY COMPANY = = = DETROIT, MICHIGAN] 

POLICY WITH FUNERAL BENEFIT 
Sold by—DETROIT CASUALTY COMPANY = = DETROIT, MICHs. 
(Same Management as Federal Casualty Company.) 

















THE OLD LINE | 
Log 9 wy +N = RAPIDS : 
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CONTRACTS 
TERRITORY 
COMPANY 


- FOR GOOD MEN 


CBRodins, Fres. 


CB Svaboda, 


I HOME OFFICE : CEDAR RAPIDS, lowa 


Fecy 








SECURITY MUTUAL 
LIFE INSURANCE COMPANY: 


BINGHAMTON, N. Y. 
DAVID S. DICKENSON, President 


Offers good territory and 
a liberal contract to reliable | 
men of ability. | 


For particulars address— 


C. H. JACKSON, 


Superintendent of Agencies 








quiries to 
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Accident = 
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PE PRESIDENT AND HIS CABINET 
a ON LIFE INSURANCE 


PORTRAITS AND OPINIONS OF TWELVE 
; LEADING STATESMEN 


A Most Valuable and Convincing Leaflet 
Containing 
Strong, Unequivocal Endorsements 
of Life Insurance Protection 

Sold in quantities to Companies and General Agents 
as follows: 

e PRICES: 

100 copies..........$4.50 1000 copies. ......$30.00 


* 500 copies..........18.00 5000 copies. .... ..120.00 
10,000 copies $225.00 


THE SPECTATOR COMPANY 


" Cxicaco OFFICE 135 WILLIAM STREET 
E gNBURANCE EXCHANGE NEW YORK 





Metropolitan Casualty Insurance Co. 


OF NEW YORK 


Home Office 47 Cedar Street 


PLATE GLASS INSURANCE 


EUGENE H. WINSLOW, President 
ROBERT A. DRYSDALE, Vice-President. S. Wm. BURTON, Secretary 
ALBERT H. LAHY, Assistant Secretary 


RELIABLE AND ENERGETIC AGENTS WANTED 




















| Sunice Financial Stability 


THE EMPLOYERS’ 


| LIABILITY ASSURANCE CORPORATION, LTD. 
OF LONDON 


_ THE PIONEER AND LEADING LIABILITY INSURANCE COMPANY 
OF THE WORLD 


WORKMEN’S COMPENSATION 


| LIABILITY, AUTOMOBILE, STEAM BOILER 
AND FLY WHEEL, ACCIDENT, HEALTH, 
FIDELITY, SURETY, BURGLARY AND 
PLATE GLASS INSURANCE 


SAMUEL APPLETON 


United States Manager 


33 Broad Street, Boston 


‘Dwight & Hilles Resident Mgrs. for N. Y. State 120 William Street, N. Y. 


Non-Technical Contracts | 
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BANKERS LIFE 
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GEO. KUHNS pres. Bid) DES MOINES 
Yes 
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GEORGE WASHINGTON LIFE INSURANCE CO. 


Charleston, West Virginia 


Are you seeking an agency in the States of West Virginia, 
Ohio, Kentucky, Tennessee, Virginia, North Carolina, South 
Carolina, and Georgia? 


Address 
ERNEST C. MILAIR, 
Vice-President and Secretary 
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"N OF ABILITY 


PURE LIFE 
INSURANCE 
81) 1163), 0) 





THE LONDON & LANCASHIRE 


INSURANCE COMPANY, Ltd. 
OF LONDON, ENGLAND 


New York Department: 


57 and 59 William Street 


LANCASHIRE & 
INSURANCE CO. ) 


LTD. 


A. G. McILWAINE, Jr., Manager ~ 
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GRAND RAPIDS LABEL CO. 


GRAND RAPIDS, 


! FOR FOLDER 
SHOWING ELABORATE DISPLAY 
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W/HO WAS RIGHT ? 


Life Insurance Men: 


oe et eo 


A Contract with our company will insure you 


aS SSeS s> 


A PROSPEROUS YEAR 


QO. so 





Best Commissions Best Policies Write us 


\(ESERVE LOAN LIF! 
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